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Buying for an Early Start 


Good Prospects for Fall Business Are Noted 


belief that the truth will help him. An optimist 

in business is one who looks ahead and sees the 
hole before him, then takes off from the rise on which 
he stands material enough to fill the hole. An optimist 
so plans and works that he progresses along a road made 
nearly level as he goes. He does not fear the holes and 
the depressions. He sees them ahead and plans to 
eliminate them.” 

This is the observation of a very*sane business man in 
attendance at the Boston market fair. Part of his opti- 
mism was due to the fact that he had made plans for 
feature sales during July and early September, so that 
there would be no great depression of retail selling in 
the six ebb weeks of the year. Some of his buying at 
the fall market fair was for the hottest part of the year 
in his part of the country. 

That merchant made nearly two hundred visits to 
sample rooms and displays in the search of as many 
ideas as possible to help him 
sell more shoes in this period. 

He bought some short or- 
ders and rather unusual shoes 
for both men and women, and 
frankly crossed them out as 
profit makers and credited 
them as prestige makers for 
business at a time when every 
other store in town was pas- 
sive, - 

This man wanted to get the 
jump on the field by a head 
start of six weeks previous to 
the general start of the race 


“ ‘ N optimist is one who seeks the truth in the 
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for sales in September. He is, indeed, a wise merchant. 

This merchant modestly refused to allow his name to 
be quoted, but his story goes. He has a commanding 
leadership in his community because he has the happy 
faculty of thinking ahead. 

There is a good deal of optimism prevalent in the shoe 
trade because of the spirited selection of shoes during 
the market weeks. Serious selection of shoes was noted 
in Boston. It is worthy of mention, for if ever there 
was an opportunity for “whoopee” it was at this major 
gathering of the trade. 


UNDREDS of merchants, filled with optimism over 

their present sales, hundreds of salesmen contem- 
plating good business, and hundreds of men who make 
of their market trip a combination holiday and buying 
festival, came to market for business first. 

They bought well and, we hope, wisely. If any out- 
standing opinion could be voiced, after a study of the 
buying of the week, there 
were more men’s shoes bought 
in proportion to the normal 
purchases at this time of the 
year than in any recent year. 

The idea back of that is the 
revival of men’s shoe selling. 
One store scooped its town 
with thirty-six different sum- 
mer styles of sport shoes. The 
merchant considered what to 
do after that splurge, and his 
buying was directed toward 
two tone tans and two kather 
blacks. 
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Wuy We Keep 
Our RECORDS| 


In Pairs 


A. L. Gude Says “We Buy in Pairs and Sell in Pairs so Our 


Reco rds are 


7 | VHE “Who” is A. L. Gude of Los Angeles. The 

“Why,” according to the above merchant, is 

“We buy in pairs and sell in pairs, so our records 
are kept in units.” The “When,” for the past twenty- 
six years. The “Where,” Los Angeles. The “How”; 
—Here the scene of action shifts to a room on the fourth 
floor of the Gude Broadway Building, where three young 
ladies are busy keeping these records. It is Mrs. Elsie 
Kilgore who does the explaining, so with her capable 
assistance we will trace an order of shoes through the 
books. No great amount of explanation is needed as the 
sheets are very comprehensive. 

First, the factory duplicate order is taken and each 
separate stock number is copied on Sheet A, shown at 
the top of the opposite page. This is called the “Little 
Due Sheet.” It tells just what its name implies—what 
is due from the factory. Just enough description is 
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Kept in Units 


entered so that those interested will know the details of 
the shoe. These sheets have several uses, such as a 
record of what is on order which is available to both the 
buying and selling organizations. 
in from the factory this sheet becomes part of the records 
of the receiving room as details and sizes are checked 
against it. 

Sheet B, shown at the top of page 36, is from “The 
Due Book.” This is a permanent yearly record of each 
individual stock number. Sales are checked on it each 
day. The simple way of four straight marks and a 
crossed fifth one to show five sales is used. Receipts are 
brought forward month by month as illustrated. July 1 
100 pairs were on hand, 9 pairs sold and 2 pairs returned, 
so the net sales for the month were 7 pairs. This leaves 
a balance of 93 pairs for August 1. 

No attempt is made to keep track of each individual 
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Sheet D—The Master Sh 
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When the shoes come . 
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DESCRIPTION 


SPECIAL INSTRUCTIONS 


BOOT AND SHOE RECORDER 


Sheet A—14 by 7 inches in size 


size, as that is too expensive an operation for the good it 
is supposed to accomplish. There are two Gude stores 
in the city, so “Transfers” means selling from one store 
to another. These stores are designated by a B for 


Broadway and 7 for Seventh Street. 
The upper left-hand corner is for the order record. 


It shows the date the order was placed, the number of 
pairs and the cost. A notation is made on the next 
line as to when the shoes were received and the number 
of pairs. The upper right-hand corner shows the cost, 
current retail price and the per cent of markup. Twenty- 
five cents is always added to the factory cost to cover 
express charges. 

Next is Sheet C, shown at the bottom of the next 
page. This shows the various ways that a shoe has 
been bought and is from “The Black Due Book.” 


GUDE’S. INC. 


This book is used for pricing primarily, as Mr. Gude 
goes through these sheets for the purpose of setting the 
retail prices. When the shoes come in, reference to this 
book tells the office what the retail prices will be. “Lot 
numbers” in these records mean what the average store 
calls “stock numbers.” 

Sheet D, at the bottom of these two pages, is the 
real Master Sheet, for it represents an exact history 
of every classification. These sheets are kept just as 
a bank keeps track of its cash. Each day it is possible 
to strike off a balance and obtain an exact count of the 
stock and to tell just what is due. 

The end of the month the pairs on hand plus the 
factory receipts, plus the transfers, equals the on-hand 
receipts. Then by adding all the sales together and sub- 
tracting the returns the result is the net sales. The net 
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CONSOLIDATION SHEET 


enosoway 


Sheet B—22 by 14 inches in size 


sales, plus the transfers, subtracted from the on-hands 
June 1 will give the on-hands for July 1. In order to 
get the dues take the dues on hand June 1 and subtract 
the receipts, then add what was ordered this month to 
get the on-hand dues for the first of July. 

By this method it is possible to tell exactly the on-hand 
and shoe sales. This is primarily the buyer’s book and 
his guide for current buying. It will be noted that on 
this sheet the various stock numbers are grouped ac- 
cording to their families, also that there are four general 
classifications, viz: Evening slippers, turns, the arch 
preserver section, sport and welt oxfords. At the bottom 
is the grand total of all shoes due and on-hand. The 
turns are further subdivided into high and low heels. 





The Gude method of numbering the stock is as fol- 


lows: 
1 to 99 


100... 
200. . 
300... 
400. . 
500. . 
600. . 
700.. 
800. 


1100 to 1800 


. Evening Slippers. 

Black Satin. 

Black Suede. 

Patent. 

Black Kid and Calf. 

Colored Kid. 

Colored Suede, Satin and Reptiles. 
Tan Calf. 

. White. 

..Arch Preservers. 


A, B, C, D, etc., are used to show variations of the 
same shoe, while X designates the low heels. 


Sheet C—17 by 11 inches in size 
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tyle ‘Lak to the Front 


cAt Convention of (California Shoe Retailers 


cAssociation This Week 


the eleventh annual convention of the California 
Shoe Retailers Association, held the first three 
days of this week at the Hotel St. Francis, San Fran- 
cisco, Cal. 
Short talks by the open forum leaders and long dis- 
cussions by all members present was the rule. Reptiles 
for women and blue shoes for men evoked the most dis- 


Give was the all important topic of discussion at 


cussion. 
R. Hardebeck of C. H. Baker’s, reporting for the 


women’s committee, hesitated to put reptiles in their 
proper selling importance in the better grades for fear 
of exerting an undue influence in the lesser grades. A 
strong demand for imitation reptiles is predicted in the 
popular priced shoes. A decided style feature is the 
16/8 leather heel. Spring heels in active sports shoes are 
being superseded by 9/8 heels. 

The Prince of Wales ties are not deemed a success 
in the Far West, it developed. A distinct tendency in 
the popular priced field toward the short coupled narrow- 
ing lasts was forecast. The coast is not yet ready for 
the Eastern narrow toes in all grades but members were 
warned to pay close attention to this demand which is 
sure to develop. 

C. R. Garwood of Berkeley, finds the college girl still 
wanting the round toes but not the square lasts. It was 
generally predicted that while woven sandals in molded 
soles were big this year they would be replaced next 
year by hard soles. Another big woven sandal year is 
anticipated. White evening slippers, dyed to match 
gowns, will form 85 per cent of that trade. Many ex- 
treme high heels are being bought. Southern California 
is freely buying No. 50 brown kid. This is something 
unusual for this section as they have only three months 
of Fall weather to nine months of Summer. All agreed 
that patent leather sales would be considerably less than 
heretofore in all grades. 


IRST of importance in men’s lasts are the brogue and 

rocker bottoms according to R. R. vans of the Frank 
Werner Company, in his report. These are followed by 
the French and custom types. Whether or not the blue 
shoe should be in the report caused quite a bit of dis- 
cussion. Ralph H. Runkle of Santa Barbara, was one 
of the few in the small cities who thought that blue shoes 
had good sales possibilities. Evans, who wore a pair 


Melville Kaufman, 
Chairman of the Cali- 
fornia Convention 
Committee, who did 
a wonderful piece of 
work in staging the 
meeting. Also de- 
serving of praise is 
Harry Locey, presi- 
dent of the association, 
who presided at the 
various sessions 


himself, stated that he thought they were a Big Town 
young men’s proposition and had considerable merit. 
Messrs. Keig of Napa, and Charles Kushins of Oakland, 
were among those who could not see blue shoes in their 
communities. 

Charles Kushins of Oakland, voiced the general 
opinion that the majority of California men this fall will 
wéar spats. It was freely predicted on the floor that 
the sales of spats will be many times greater than last 
year. 

Among the interested visitors Constantino 
Pereira of Manaqua, Nicaragua, where he has a large 
shoe factory making hand made shoes. 


was 


J pce plea was made for more consideration for 
the modern miss from eleven to fifteen years of age 
in S. F. Dubins’ report. “The modern miss senses the 
newer smarter things and unless you want to lose a 
great deal of trade you must give her what she wants,” 
he said. All style reports closely followed the joint style 
conference report, except where noted. 

President Harry C. Locey deserves much praise for 
the manner in which he ran off the events with clock 
like precision. In this he was ably assisted by Secre- 
tary-Manager F. A. Rittigstein. 

Lou Brayton of Sacramento, brought out ways and 
means used in his city by which the downtown traffic 
problem had been solved. 

Considerable progress was reported throughout the 
State in the matter of group meetings. Those that were 
organized this Spring are functioning so well that other 
sections of the State have made application to Manager 
F. A. Rittigstein for aid in getting started. 

Discussion from the floor following Ralph H. 

[TURN TO PAGE 46, PLEASE] 
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Getting More Shoes Sold Right 


Must Venture to Win 


UY today and regret tomorrow is a truism only 
when it means, buy in haste and regret at leisure. 
There has been less hasty buying of shoes this market 
season than in any previous one. More real concen- 
trated study of buying took place during this market 
season because shoe merchants were aware of the 
dangers of ill-advised selection. 

Most every shoe was bought with the Fall public need 
in mind. Shoes were selected to sell in the Fall, and not 
because of their present popularity. Seasons are differ- 
ent and thé demands of the public are different. But 
many shoes were bought in small, thirty-six pair lots to 
tease and lead the public into new style demands. 

One buyer of men’s shoes tried a flyer in gray suede, 
brown suede and blue suede combinations. Surprising 
shoes fer men to wear. But this buyer is desperately 
trying to make shoes a topic of conversation in his town. 

Instead of putting the P.M.s on the shoes remaining 
at the end of the season, he is giving every clerk a $1 
P. M. per pair at the opening of the sale. He is start- 
ing his advertising in early September and considers 
that the investment in publicity at the beginning of a 
season justifies every attempt at stimulating new styles, 
new colors and new materials for men. 

If a news story went out to the effect that shoe men 
had bought gray, brown and blue suede trimmed shoes 
for men, it would almost seem to be in line with the 
axiom “Buy today and regret tomorrow,” but the buyers 
who selected these shoes made a mental forward pass 
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into September and figured ways and means of starting 
the season with a bang. 

There are many things and many ways to merchan- 
dising success and all of them are not following the |ine 
of conservatism. Some must venture to gain prestige. 


Sports- 1 ennts 


REVIVAL of tennis footwear this year indicates 

the greatest tennis year ever next season. It 
takes that length of time for the rubber-tennis industry 
to swing into action and satisfy public demand. 

Many merchants were short on colored and faiicy 
rubber-tennis footwear in oxfords and straps and the 
public bought woven sandals instead. Lack of anticiyat- 
ing public appreciation of the novelty of colored tennis 
footwear put many a merchant out of the running. It 
is an axiom in the tennis and overshoe business that 
when a late season demand strengthens, the following 
year gets the benefit of the pioneering of the big stores 
and their stylists. 

Sveral million woven sandals sold this year and the 
rubber-tennis people look with envious eyes to the extra 
footwear demand. They are now preparing novelties 
for 1930. : 


At the same time the preparation of Fall galoshes indi- 


cates fresh galoshes for every woman for Fall and 
Winter. Colors are in line with the harmonies of over- 
coats and furs and the light weight designs in color are 
a delight to the eye. 

A tremendous amount of appreciation of the merclian- 
dising value of useful and extra footwear is to be noted, 
and complement goes to the rubber industry and to 
those merchants who see extra profits in the sale of 
accessory foot coverings and specialty footwear. 

More stores are getting the real merchandising spirit 
of selling footwear complete and more power to tliem. 
Their profits come with their additional selling activities. 


All Alone 


HIS tariff business is a tricky game of politics. 

The longer the present tariff fight is drawn out, 
the poorer the prospects for action beneficial to finished 
leather and shoes. The long delay has developed not 
only national but international trading and intrigue. 

Now the word goes out that President Hoover will 
veto the tariff bill, setting a precedent in that direction. 
This may be in the nature of a bear movement to lower 
all schedules and to soften the blow to the ultimate 
consumer. 

But when all is said and done, the fact remains that 
the shoe and leather industries remain the only major 
manufactured commodity in this country on the | 
schedule. The average rate of protection for all sc! 
uled industries in the tariff in the seven years prior to 
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From that date until 1922 the 
rate was 27 per cent. The Fordney-McCumber bill 
raises the bill to about 38 per cent. Present revision 
schedules indicate that the next tariff will be well above 
40 per cent as an average. 

This measuring stick averages commodities important 
and unimportant. Such an average indicates the ten- 
dency of a tariff. And what the leather and shoe people 
ask for averages but 20 per cent. Will they get it? 


1913 was 41 per cent. 


Summer Pressure to Pay 


T is very encouraging to learn from the lips of an 
expert that only 2%4 per cent of all customers are 

“dead beats.” This collection expert also says that 95 
per cent of the Americans are honest. The other 24% 
per cent are carelessly indifferent. 

This means that most of the people will pay on time, 
if they have the money; if not they will pay as soon as 
they can get it. 

Even the 2% per cent on the border line are only 
“pill-unconscious” and will pay when ‘persuaded by 
appeals to their pride, conscience or common sense. 

Honesty is improving and those merchants who have 
long standing unpaid accounts are simply suffering from 
their own lack of “pressure to pay.” The public will, 
and can pay. See to it that they do. 

These are the slow 
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tury will “faw down an’ go boom.” Why should a man 
wear eight and one-haif pounds of apparel, while woman 
keeps her clothing down to two and one-half pounds? 

The Life Extension Institute noting the proportion of 
men dying from sunstroke frankly states, “Man is 
greatly overdressed.” Man’s habits are hard to change. 
When the entire apparel of woman weighs less than a 
pair of men’s shoes, what can be said of the contrast and 
comfort? 


Plain Talk 


oe HE Line of Least Resistance” is not always a safe 
road to travel. A teacher came into a store and 

said to the boss: “I want a shoe that will not hurt my 
foot. I have tried a dozen stores in the past year and 
I do not seem to get the kind of a shoe I ought to have.” 
The boss began showing her types of shoes that he 
thought she should wear in the school room. To each 
one she made the same objections—‘“horribly ugly,” or 
“not at all stylish,” or “too plain looking.” After a time 
the boss grew weary and told her in plain words that 
she had not been fair to the other shoe stores. “No 
doubt,” he told her, “they tried to sell you the kind of 
shoes you ought to wear but you insisted in buying the 
kind you wanted. Now, if you will accept my advice 
and allow me to fit you as you should be fitted, I will 
guarantee that you will have no further trouble with your 
feet. But, I am not going 





paying months of the 
year, only because of 
Summer carelessness. 
The public has much 


to sell you the wrong 
kind of a shoe and permit 
you to place me in your 
boycotted list of stores.” 


money, if not more than 
at any other time of the 
year. Competition of 
the Summer resort and 
outing expenses reduces 
the shoe store’s collec- 
tions. 

However, many mer- 
chants have found that 
because other stores go 
light on collection pres- 
sure in August they in 
pushing for cash get 
their little bills paid up 
better in that month. 
Get the money ! 


The Wiser 
Sex 


AN must change 
his dress. A few 





The Thought of the Week 


The buying of shoes in the early weeks of 


July exceeded expectations. The stimulus in 
the production months ahead comes from a 
national feeling that the public is buying 
shoes. Every market center reports activity. 
Boston totals are most encouraging. These 
are the high points expressed in this issue 
editorially and advertisingly. 


* x * 4 


Better Days Ahead: Practically every other 
industry in America reports running the first six 
months of this year at top production. It was 
to be expected that shoes would swing into line. 
Shoe factories now step into increased produc- 
tion a trifle late, but better late than never. 

The American public is getting more money 
into its hands through payrolls and even though 
the size of the money is less, its buying power is 
greater. The utility-necessity and fashion-neces- 
sity for footwear makes it positively necessary 
for every merchant to have plenty of new shoes 
for the coming Fall and Winter Season. 


Sete ae aa _— 


President. 








For a moment she was 
indignant but accepted 
his recommendation. 
In a few days she came 
back to thank him and 
said her feet were doing 
fine and that she would 
never wear any other 
kind of shoe. She added 
that other teachers would 
be in to buy them. It took 
courage to do what this 
shoe man did. But see 
how his courage re- 
warded him. Suppose 
he had followed the ex- 
ample of those other 
stores and sold her what 
she wanted, or thought 
He would 


have made that one sale 


she wanted. 


only. She would have 
placed him in the cate- 
gory of shoe stores that 
injured her feet. 




















Afternoon or day 
model of moss green 
suede with green 
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‘6° F I buy a pattern which fits Mrs. Jones, I know 
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that she is going to come back for two or three pr 

more pairs of the same pattern. Therefore, when 
I find a pattern with good fitting qualities, I play it for Sp 
all it is worth—changing combinations, trims and of 
buckles.” we 
str 


This is the statement of one of the biggest shoe buy- 
ers of the country, made as he sat in the big ball room of 
the Hotel Statler last week and watched the models on 
the runway at the Boston Shoe and Leather Fair. 
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lustre green kid trim 






















New England really showed the wisdom of that state- pict 
ment by taking the best developed patterns of the year, get, 
and playing them in color combinations and different fall 
leather trims; the consequence of which was a display blac 





of the most sane and wearable volume shoes which have - 

ever been shown in the Boston market. all-t 

Brown suede on strap port 
pe ye oi a N going over the runway shoes, no freak patterns 

through beige kid were seen. Heels were worked out to fit the shoes. [! 
The combinations were of the type that any woman 

could buy and feel perfectly safe as to the color and buck 

proportion. The leathers were divided equally between alrea 

cann¢ 


patent, suéde and kid and reptile, and because of the . 
combinations it would be difficult to say which was shown Va 
















the preference. slippe 

Suede and lizard com- This is not a season in which one leather will be detail 
bination with clever featured. Any smart combination, worked out with JJ ‘lly 
— Pg ” harmonious color accents, has a fair chance against any vie 
other. This is particularly favorable for the manufac- J, °° 

” turer because he may buy as he will and can take ad- = dis 

vantage of the price situation engendered by the fact that gj "0" 

all leathers are of equal style value and that a big chestn 

demand for any one of them will not sen: the ni 

ought 





A model in gold brocade with sharp 
counter and quarter lines for evening 
wear 







A smart street type of 
tan calf and lizard in 
wavy overlays, a new 
fall note 
















A welt shoe of green suede 
with lizard overlays and strap 
with center buckle 









1929 
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know . 7 : ‘ 
aaa price of that particular leather to a prohibitive level. os 
wien The display of welts was very commendable and the 
t for spectator, sports and walking types were equal to those 
a of any on the market. Turns, McKays and adhesives 
were very prettily fashioned, pumps, oxfords and one- 
ies straps being shown for this type of footwear. Some fii 
sal smart evening slippers were displayed—velvets, brocades _ 
a and shoes to be dyed. 
els on re ' ; , A dress shoe of e \ 
The vogue of brown shades is still very much in the Prado brown crepe ‘ \ 
state- picture. Blue also is very important. We must not for- with brown kid MY 
ni get, however, that black is again on its way in and late Gucite end trimming - 
“e fall and early winter will see a tremendous volume of 
lisplay black. The practice of matching the furs on the 
¥ a coats with the shoes and hosiery will continue, but the SQ 
n have a é a : ; EC/LKE IY 
all-black shoes or with the light trim will have an im- \ saat \ 
LEM OONH \Y 
portant place. ——_____..- - 
atterns : Tan kid with overlays 
ian IGHT straps with button fastenings are gradually of light tan lustre kid ‘ 
cme coming into the picture although many center cleverly worked into 32k y\ 
WO Ke sh ; ‘h ; ; aa a pump pattern  B So 
- oil buckle shoes were shown because the merchants have ; is oS 
swans already found that the fitting qualities of these patterns 
of te cannot well be duplicated. 
eee Vamp trims have become more upright. The pajama « 
slipper mode with the swirled throat has become a WN 
vill be detail of the street shoe, giving an oxford line to wat 4 tt fom els nl 
t with really is a step-in pattern. Pumps, both strip and id combination pump 
ist any [@ ‘immed, were shown by most. every manufacturer. with a - leather 
ila Some very blunt toes and some even square toes were eu 


ho of * on display. These were shown in fabrics and kid combi- 
act that nations for the Southern and Southwestern trade in 
chestnut browns and blacks. Reptile combinations also 
were seen frequently, while brown and black kid were 
bought for immediate shipment. 






Kid and lizard in 

brown tonings are 

cleverly combined in 
this welt oxford 





it a big 
nd the 











A combination of blue 
suede and blue lizard 
fashions this town, welt 
oxford 











The Turkish theme is devel- 
oped in this blue kid oxford 
type shoe with throat detail of AA 


lizard 
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Effectwe use of screen background in the window of the big Stern store on 
42nd Street, New York City. 


Rie Kies wis 


‘nit D creens | 


, YHY not? We have had unit fixtures galore for 

the window trimmer to play with—cubes and 

«ones and cylinders of different shapes and sizes 

which can be assembled in a hundred or more combina- 

tions without repeating the design. So why not unit 
screens to serve as backgrounds. 

Such a screen, composed of panels which can be added 
or subtracted like the leaves of an extension table, can 
be built by any good carpenter and can be made expen- 
sive or inexpensive depending on the material used. 
Probably the most satisfactory will be those built with a 
strong wooden frame, over which fabric of any kind 
can be stretched and changed at will. 

In common to all, however, should be the type of 
hinge used on each panel. For this purpose, the best 
hinge is the so-called pin hinge, the two parts of which, 
when placed together, are held in place by a metal pin 


or short rod, which is easily removable when necessary. 

The width of panels for this unit screen, as well as: 
the height of the panels, will depend, of course, on the 
width and height of the window in which it is to be 
used.. A tall screen, such as the one shown in the 
Sterns window above, should rarely be used in a narrow 
front window. But let us, for the sake of argument, 
consider a window with a 10 foot front and not over that 
in height. A five-panel screen, each panel of which is 
two feet wide, would fill the. window from side to side. 


UBTRACT two panels, one from each end and you 
have a screen six feet wide for the center of the win- 


dow. Subtract one more and you have a two-panel screen § 


to be placed, for instance, in a corner of the window. Or 
make up two screens, each with, two panels and set them 
on a diagonal in the two back corners. They c!iange 





Macy 
of ti 
idea i 
drape: 
front 
screen 
enoug! 
ha 
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the entire shape and appearance of the window. 
There are other possibilities, too. Panels could be 
made of different heights and so arranged as to give a 
zig zag line across the top. Or the cetiter panel could 
be made higher than the rest. Or three panels could be 
made the same height and two shorter. 
five panels, the two shorter ones could be placed at the 
ends. It would then be possible, also, to make up two 
screens, each screen having one long and one short panel. 
These, placed diagonally in 
the back corners of the win- 
dows, with the short panel in 
each case at the front, would 
give a decidedly different 
effect than if the panels were 
of equal heights. 
Screen backgrounds of all 
kinds lend themselves excel- 
lently well to the type of win- 
dow trim in vogue today. 
The merest glance at the win- 
dows shown on these two 


In using all 


pages will prove that this is 


$0. 


At the right—The R. H. 
Macy trim is an adaptation 
of the screen background 
idea in which tightly drawn 
drapes form one screen, in 
front of which is another 
screen much smaller, and just 
enough darker to contrast 
harmoniously with it 
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The R. H: Macy window secures its effort with tight- 
ly drawn draperies. 

The Franklin Simon & Co., window has installed a 
very “art moderny” screen which has the effect of push- 
ing the merchandise into the foreground. 

Such a unit screen as that described can be varied not 
only in size and in shape, but in color and texture as well. 
The panels may be filled with any kind of color of fabric, 


plain or patterned. Double faced fabric, which is a dif- 


The Franklin Simon win- 
dow at the left carries the 
screen idea to the nth 
degree. It is extremely “art 
harmonize 


type of 


moderny” to 
with the same 


fixtures. 


ferent color on each side, can 
be employed and an entire 
change of color scheme 
effected merely by reversing 
the screen. 

Or the open space between 
the frame work can be filled 
with a smooth finished wood 
or even one of the lighter 
weight composition board- 
ings. The former would 
permit of the use of lacquer 
and changing color combina- 
tions; the latter could be 
used as a base for wall papers. 
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Group of women visitors to the Boston Shoe and Leather Fair gathered at the Hotel Statler just before 
their departure for Gloucester on the second day of the’ fair 


Women from 


Mbany States 


at Boston Fair 


Bus Trips, Luncheons and Even Golf Contributed 
to the Good Time Enjoyed by -All 


M4 | \ HE Ladies’ Hospitality Committee of the Boston 
Shoe and Leather Fair entertained a nation-wide 
group of wives of visiting buyers in royal style. 

From Texan Gulf to the Pacific Northwest, and from 

“Greater Boston” cities to Salt Lake City, women buy- 

ers, and the women folk of men buyers came to attend 

the festivities of the Fair. 

Among the outstanding members of the Far-Western 
women’s group was Mrs. A. M. Goldstein, wife of A. M. 
Goldstein of the Bernhard Shoe Store, Seattle, Wash- 
ington, who motored over the mountains with her hus- 
band to take part not only in the exclusive women’s 
parties of July 9 and 10 but, as Captain of her home- 
city golf team, to compete for honors in the men’s golf 
tournament at the Woodland Country Golf Club, on the 
afternoon of July 8. 


The Youngest Woman Was 4 


She played with Mrs. William H. Larkin, wife of the 
Chairman of the Country Club Day Committee, and is 
now motoring home, after covering other Eastern 
courses, with a prize of a silver dish for her gross score 
of 88. The youngest and the “littlest” lady in the party 
was four-year-old Virginia Hendler, daughter of Mrs. 
S. K. Hendler, whose husband buys shoes for Roddy 
Bros., of Temple Texas. 

Salt Lake City was represented by Mrs. Bert Christen- 
son, whose husband buys for the Diamond Shoe Store 


of “The Big Metropolis of Utah.” Mrs. Ben Cohen, 
whose husband buys for the Bristol Nelson Shoe Store, 
headed the delegation from Baltimore. 


Where They Came From 


The Capital City of the nation was represent: 
Mrs. Cherrington, whose “better half” buys for ' 
Horn & Co., and by Mrs. Guttenstein and dau 
also representing the W. B. Horn & Co.’s int 
Among the other visiting ladies and children 
Dora Vallon, whose men folk sell Lynn and Bri 
shoes in St. Petersburg, Fla., accompanied by Mis: 
gill, also identified with the selling of Eastern-m: 
shoes in St. Petersburg. Kansas City was repr 
by Mrs. B. F. Smith, whose husband is shoe bu) 
the Jones Store Co. From “The Quaker City’ 
Mrs. Louis Heicklen, representing the Payes Sh: 
of Philadelphia. Philadelphia was also represent 
Mrs. Chas. Krakowitz & Son, and Mrs. M. Melt 
the Acme Shoe Co. Mrs. Arthur Manawse, rep! 
ing Meyer Rudolph Shoe Co. came on to look ov: 
styles at the Revue, and incidentally to compar 
with those of Chicago, her home “burg.” 


All Over the Map 


Corsicana, Tex., was represented by Mrs. Joe \\ «ens, 
whose: hiisband. buys for the’ K. Wolens Deparment 


~Store, Inc., of that city. Mrs. R. L. Jacobs, and Mrs. 
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Lamson and daughter, represented the Palais Royal, 
Inc. Mrs. L. E. Stewart and son were at once indenti- 
fied as important factors in the personnel of Stewart 
Bros. of Scotia, N. Y. Mrs. R. P. Levey gave her firm's 
name as that of Pokorny, New Orleans. Mrs. Geo. 
Pollitz, “International Traveler,” of New York, accom- 
panied by her friend, Mrs. Sellers, took both the Glou- 
cester and the South Shore Country Club trips. Mrs. 
H. Markowitz represented the Zapon Co. of New York; 
Mrs. S. Robin, the Robin Boot Shop, of Troy, N. Y.; 
Mrs. David Kohn presented a card identifying her with 
Kohn Bros. of Albany, N. Y. Mrs. W. G. Kishpaugh 
and son gave their “passport” to the Fair’s fetes the 
name of The Abbott Co., Yarmouth, Me. From nearby 
points came Mrs. George Finn, Reliable Shoe Store 
principal of Somerville, Mass., and representing the same 
interests were the following executives: Miss Ida Lipson 
of the Quality Shoe Store, Somerville, Mass.; Miss 
Gladys Berman, Strand Shoe Store, Dorchester, Mass. ; 
Mrs. Simonowitz gave as her firm’s name The Hole-in- 
the-\Vall Shoe Store of Augusta, Ga.; Mrs. Friedman 
that of Lateiner Footwear Co., Inc., of New York; 
Mrs. M. M. Syret registered from the Syret Shoe Store 
of New Orleans; Mrs. Kelly Dyer from the R. M. 
Maxwell Department Store of St. Albans, W. Va. 
Mrs. Becker represented the Becker Shoe Store of 
Springfield, Mass.; Mrs. B. R. Battat and daughter an- 
nounced themselves as affiliated with Battat Bros. of 
New York; Mrs. Arthur L. Sweet and daughter wrote 
as their identifying firm The Fashion Boot Shop, At- 
tleboro, Mass. 


Here Comes William Dawes 


Mrs. Wheeler and Mrs. Janowitz did not transcribe 
their firm’s name and in the rush at the registration 
desk their home towns and firms were ndt recorded, but 
that they are prominent members of the shoe “family” 
of retail merchants was very evident to at least one 
member of the Women’s Hospitality Committee, and ac- 
cordingly they were present at the North Shore Table 
of “Ye Tavern” on July 9. Here, too, William Dawes 
of Lexington-Concord-and-Cambridge fame appeared in 
the person of Albert Vinal, son of the treasurer of The 
Stetson Shoe Co., in powdered wig, black satin coat and 
breeches, buckled shoes, and all of the other equipment 
of a gentleman of Old Colonial Days. Accompanying 
William Dawes was “Ye Towne Crier of Boston Towne” 
—little Charles Vinal, son of Mrs. Chas. Vinal of the 
ladies’ Hospitality Committee. Ye Towne Crier was 
also garbed in the same costume as that of William 
Dawes, but in addition he announced the news of the 
day by ringing his bell. 


Pres. Heald Issues Statement 


In an official statement summarizing the results of the 
1929 Boston Shoe and Leather Fair, President Charles 
T. Heald said: 

“I think that the cooperators in our Tenth Annual 
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Boston Shoe and Leather Fair, as well as the New 
England department of the American shoe industry as 
a whole, have every reason to be satisfied with the out- 
come of the enterprise. The attendance, as measured 
by the registration, was even larger than in 1928, and 
the management of Hotel Statler itself is authority for 
the statement that a larger total of guests was taken care 
of in the hotel during the three days than in any corre- 
sponding period since the Statler was opened. Our visi- 
tors came from every section of the United States and 
Canada, and a number of foreign countries also were 
well represented. 


Good Business Done 


“In number and character of exhibits the Fair also 
was up to former standards, and the entire atmosphere 
surrounding the Fair was in keeping with the traditions 
of the enterprise. Best of all, the results in actual busi- 
ness transacted were excellent. 


66 E feel especially proud of the colorful and highly 

successful Style Revue that formed the special 
high light of the three days’ program, and which, this 
year, emphasized what may be called authentic and official 
New England footwear styles, these having been deter- 
mined wholly by the Style Revue Committee itself, with 
the able assistance of an alert group of manufacturers’ 
stylists, pattern makers and last manufacturers. The 
result of this combined technical knowledge even ex- 
ceeded our expectations. 

“Our Country Club Day, with its Golf Tournament, in 
which ohe hundred prizes were competed for, was like- 
wise a great success, and the complimentary outings to 
the visiting ladies were, as usual, another highly suc- 
cessful feature. 


Planning for Tercentenary 


“Speaking for our Board of Directors, I want to ex- 
press our cordial appreciation of the splendid cooperation 
given us by the members of the Boston and National 
Shoe Travelers’ Associations, the Ladies’ Committee 
and the members of the various other committees, the 
trade journals, and the management of Hotel Statler, 
all exhibiting a degree of teamwork that was a real in- 
spiration. 

“There can be no doubt that the Boston Shoe and 
Leather Fair has again had a most successful influence 
upon the entire New England shoe industry, producing, 
as is well known, one-third of the country’s footwear, 
and once more proving itself to be a good investment 
for New England. 

“The success of the 1929 Fair has encouraged us to 
make plans for an even more important exposition in 
the great Massachusetts Tercentenary year 1930, and 
which in effect will be an all-New England celebration. 
No industry has a better right to take a prominent part 
in this observance than our historic New England shoe 
and leather trade.” 
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Slippers 


By HERMAN MILLER 
President, Maid-Rite Corp., Brooklyn, N. Y. 


a hard day, what more natural 

thing is there for one to do 
than to slip on a pair of comfortable 
house slippers. That is exactly what 
happens in millions of homes all over 
the country, according to a recent 
survey made for our company. An- 
other interesting fact brought to light 
by our survey is that it would appear 
that the average retail shoe dealer still 
believes that slippers are a seasonal 
product. Hundreds of dealers believe 
that the urge to buy slippers is en- 
couraged only by the spirit of generos- 
ity which overtakes us in the holiday 
season. Coupled with this belief is 
another which indicates many dealers still believe that 
house slippers are a luxury, something to be put in the 
same class as expensive flowers, candies, and such things, 
given as gifts. 

Slippers are neither seasonal nor are they a luxury. 
Today, they are a household necessity, a vital part of 
one’s health, a great asset to one’s comfort. Where 
twenty-five years ago ladies gave teas for women who 
sat on bustles and men who sat on the edge of their 
chairs, today the picture has changed to one of men and 
women loungjng around comfortably in deep chairs and 
sofas. .. . the women gowned in Paris-inspired tea 
pajamas ... the generally chic appearance continuing 
to the feet which are shod in comfortable, restful, smart 


leather slippers. 
We know that with our increased wealth our tastes 


| OUNGING about in a chair after 


Herman Miller 


for luxuries have widened . . . start- 
ness in Milady’s boudoir calls for an 
array of negligees and dressing gowns, 
Completing the costume is the leather 
slipper in a variety of colors. The 
house slipper manufacturer’s industry 
is, each year, achieving new and in- 
creasingly higher business volume 
totals. That proves that more and 
more people are beginning to appre- 
ciate the favor house slippers have 
finally won and the many new uses to 
which they are put. 


LERT dealers who appreciate the 

truth in what I have written, who 
merchandise their slipper stock and 
make their slipper department turnover as profitable as 
their shoe department, are reaping considerable profit 
from a small investment, for, with practically all house 
slipper manufacturers maintaining in-stock departments, 
it is a simple matter to make many stock turnovers ina 
year without increasing the original stock investment, 
which need not be over a couple of hundred dollars, to 
secure a splended style assortment. Need I add that it 
is a wise man who takes advantage of another's ex- 
perience ? 

National advertising has awakened the public taste for 
quality house slippers. Response to our national cam- 
paign in the form of thousands of requests for our new 
slipper style booklet has proved to us that the public has 
finally become slipper conscious. It is up to the dealer 
now to take advantage of this new opportunity. 





Style Talk to the Front 


[CONTINUED FROM PAGE 37] 


Runkle’s subject of what methods can be devised to 
insure employees knowing their stock, brought out the 
point that a salesman’s classification of the salability of a 
shoe is strictly a mental condition. 

Ernest A. Burrill, eudcational advisor of the N. S. 
R. A. gave a closely followed talk on the men’s campaign 
and also stirred up considerable interest through his talk 


on the blue shoe question. 

W. E. Secombe had charge of Wednesday’s interest- 
ing luncheon. The modern trend toward merging was 
ably discussed by E. Gamlen of the Frank Werner Co. 
An early issue of the REcorDER will give this talk in full 

Herbert Sommer held an open forum on new ideas in 
shoe store planning, which was discussed from all angles. 
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ENNA JETTICK. 





Saturday evening—WLW, Cincinnati. 


This is our Pledge 
over the Radio to the 


SHOES FOR WOMEN 


YOU NEED { 
thousands of women NO LONGER 


of America. BE TOLD $ 
THAT YOU 6) 


HAVE AN 
EXPENSIVE 
FOOT 











AAAA toEEE-Sizesitol2 











Nationally Advertised by Radio 


Enna Jettick Melodies—every Sunday evening—WJZ and associated sta- 


tions, KPO and associated coast stations. Enna Jettick Dances—every 


In order that Enna 
Jettick Retailers may 
make good this Pledge 
we carry 165 different 


sizes and widths. 


Billie 








Dunn & McCarthy, Inc. nova. 
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Arcu Form 


announces new styles 


for autumn 1929 








ARCH FORM 


Super-Flex ard Littleway Process for dress wear 
(CEMENT) 


ARCH FORM 
Flexible Welts for general purpose wear 








: ye two triumphs to its credit —at 


the Chicago N. S. R. A. Convention and 


1Z€C#1 yy the Boston Shoe and Leather Fair—the 
watitiy) fe 
z 4 


<— ——— Arch Form is now winning new laurels 


with its beautiful new Autumn styles. 
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PAULINA, $10 Retail 


NADINE, $8.50 Retall 


Here are the smartest new leathers —Louis, Cuban and block heels—every color 
the Textile Color Card Association has sponsored—and designs generally seen 


only in far more expensive shoes! 


Fatt Cotor Pages in VOGUE 

Beginning September 14th, right with your fall selling season, an important 
advertising campaign in color starts in Vogue. The smart readers of this influ- 
ential magazine will not only be told of the style and comfort of this spectacular 
shoe but can see for themselves in actual colors how successfully graceful lines 
and correct support have been combined. 

Keep in mind when you see the Arch Form that its features are exclusive. No 
other shoe can have the “shock absorber” cushion heel and this special arch. 
Remember, too, that the Arch Form for all its style and superb construction is 


aimed at volume business—retailing at $10 and $8.50. 


* 


THOMAS G. PLANT CORPORATION, BOSTON, MASS. 
IN-STOCK CENTERS: BOSTON - ATLANTA 


Chicago Sales Office: 209 South State Street 
New York Sales Office: 908-910-912 Marbridge Building 
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ME TOO—) /SAME HERE— 
WHAT_A 


SO, HAVE 
Cincy! 
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“Follow the leader™ 
is more than a game 


It’s good business to be a Keds dealer 


The United States Rubber Com- 
pany backs you up by giving you 
varied and effective equipment 
to boost your sales of Keds. 

There are window displays for 
instance — including a de luxe 
set-up that draws attention as 
sure as molasses draws flies. Also 
several kinds of easel cards for 
windows or counters. 

There are cuts and electros for 
local advertising. And post cards 
and handbills. Also three kinds 
of window strips, including comic 
strips of which the illustration on 
top of the page is an example. 

The Keds Hand Book of Sports 
is very popular—it gives all sorts 
of lielpful information to boys— 
and it certainly helps sell Keds. 


Several contests have been de- 
vised that are unusual—the Keds 
number contest, the mileage- 
guessing contest, the animal-essay 
contest. 

And what’s more important to 
you, the United States Rubber 
Company offers you the most 
popular canvas-top shoe in Amer- 
ica. Over 30 models, containing 
Keds for every man, woman or 
child from 6 years up. 


Keds 


REG.U.S.PAT. OFF, 


MADE ONLY BY 


United States (' 





Keds dealers 
have behind 
them: 


1. Years of consistent adver- 
tising which have made Keds 
the unquestioned leader in the 
field. 


2. The most complete line of 
canvas, rubber - soled shoes— 
Keds offer a model for every 
purse and person. Keds lead 
in lasts and designs. 


3. 135 wholesale distribution 
outlets across the country— 
offering the finest manufacturer- 
to-dealer service. Keds’ dealer 
helps are timely and effective. 

















Keds “Gladiator” 


A new Keds with a distinctive 
anti-skid sole. Lace-to-toe bal. 
Upper of unbleached white, brown 
or gray duck. White and brown 
uppers have black athletic trim- 
ming, black ankle patch, back 
stay and toe cap; gray corrugated 
toe strip. Gray upper has gray 
trimming and sole. A fine strong 
model for all-round wear. 


Keds “Mercury” 


The winner in the popular-price 
field and a wonderful shoe for the 
money. Tough amber-colored sole. 
Black athletic trimmings and 
ankle patch. Nickel eyelets. 
“Feltex”’ insole. 











l 


con 
bee 

as, 

gal 
styl 
met 
com 
sho 
C 
also 
cont 
othe 
A 
ciati 
coat 
moti 
been 
inste 
by a 
Or 
chem 
color 
have 
black 
blue 
altho 
toa. 
as, it 
unde: 
other 
excel! 
and | 











July 20, 1929 


BOOT AND SHOE RECORDER 


Alt-Rubber Overshoe 
~ Style Feature for Fall 


Trend Toward This Type 

Developing for fall and 

Winter Season—Attractive 
Colors and Patterns 


completed by the big manufacturers of rubber 

footwear, it is not too early to predict that the all- 
rubber overshoe will enjoy a much wider vogue this 
coming fall and winter than in recent years. There has 
been developing a gradual trend toward this type, just 
as, three or four years ago, there was a swing to the 
galosh of part fabric and part rubber. 
style leaders in the field have evolved methods of orna- 
menting the all-rubber overshoe—of using color—and of 
combining various textures—methods which put the over- 
shoe of this type definitely in the fiéld of high style. 

Concealed fasteners have been introduced. Cuffs, 
also of rubber, are in the picture. Checked effects in 
contrasting colors have been achieved. Solid colors 
other than black are being added to the lines. 

At the recent show of the Garment Retailers’ Asso- 
ciation in New York, a model appeared with a black 
coat trimmed with a black and white check. This same 
motif had been carried out in her overshoes, which had 
been styled with a long cuff setting down well over the 
instep and with the clasp fastening at the top displaced 
by a large bow. 

‘Other and more novel effects have come from the 
chemical laboratories of the rubber companies. Solid 
colors with a luster overcast or sheen and reptile effect 
have been evolved and these will be seen not only in 
black but in dark blue, gunmetal and green. The nautical 
blue of the color card is a safe shade for this purpose 
although the finished overshoe which has been subjected 
toa dye of this shade will not be the true nautical blue 
as, in the process of curing, there develops a purple 
undercast. This, however, is an advantage rather than 
otherwise, as the blue with the faint cast of purple is an 
excellent complement for costumes of black, plum gray 
and blue. 


. LTHOUGH fall lines have not yet been entirely 


i” YTHER smart number in the overshoe field is the 
oxford type with tailored lines. This type is with- 
out cuff and is designed to appeal particularly to the 
woman who wears the ultra smart tailored costume. 

In linings, both plain colors and woven patternings 
are seen. Fancy innersoles also are being added. 

Confirming this style prediction is word received from 
one of the largest manufacturers of rubber footwear 
to the effect that the all-rubber overshoe to date has 
accounted for eighty-five per cent of all fall orders on 
their books. This percentage may and probably will be 
decreased by subsequent orders received, as it is not 
conceivable that every section of the country will turn 
almost overnight from the fabric to the all-rubber over- 
shoe for winter wear. 

This is not true however, of the extreme Northern 
States where a woolen fabric overshoe is necessary for 
warmth and durability. The new Spanish Cuban heels 
must also be thought of as must the fitting of the con- 
cealed fastener over oxfords of three and four eyelts. 

Dark brown or the chocolate shade and a light brown, 
black and gun metal will be volume. Blue, opaque, green 
and lido are important but not ef big volume. Many 
retailers despite the style importance of the all rubber 
footwear anticipate a staple demand for tweed mixtures 
in rayon cotton and wool weavings. The two toned shoe 
of sharp contrast will not be high fashion. Neither will 
be the definite hard and fast color. The over-boot to- 
day is as much a style problem as the bench makers most 
important creation. Lightness and concealed reenforce- 
ments giving all the possible service of a much rougher 
shoe are paramount. Overcast tones which have a cast 
of another undertone will register because of the style 
value and be-ause it has the sales value of being a com- 
pliment of two or three different colors in costumes. 
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ALPINA genuine Watersnake 
by SAKS.-Fifth Ave. 


IS IN THE 


Picture! 


HE popularity of reptile leathers 

has swept over the trade like a 
tidal wave! And onward it still 
sweeps to greater and still greater 
sales volume! 


Reptile leathers, today, are a style- 
staple—a favorite fashion that must 
be reckoned with! 
Everyone knows that Alpina 
created the reptile leather vogue— 3 eo - Send for 


“THE VOGUE 

. OF REPTILE 
J es e — 4 ! 

styling—in quality—and in sales! RATHER” 


that it still maintains leadership in | 


S x ; 

Style leaders know that Alpina 1s , f Ag ’ Ny How Reytie Leathers came 

Op SS to Fashion— How they domi- 

the one dependable reptile leather. "#83 en we 


The art of tanning LIZARD, for 33 ; Werks Shope Tr 
instance, so that it retains its bril- 42%" tm Cat SREromgy. 
liancy, won’t scuff, and still be soft, 
pliable and workable—that is an” 

Alpina secret! 

‘or tote wesc A DE PENA 
without making it dull and streak y— 
that, too, is an Alpina exclusive 


process! ) + @ i {] ed in € 


No one ever questions the quality 


of Alpina genuine Reptile Leathers. RE PTILKE 


What’s new for Fall? Ask Hecht! 


F. HECHT & COMPANY, Inc. = JJ ATHERS 


(World's largest distributor of novelty 
leathers and Alpina genuine reptile skins) 


44-50 East 32nd Street - New York City 
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News of the Shoe Travelers 


ns. WW.  W. 

WATKINS, 
representing the 
Special Shoe Com- 
pany of St. Louis, 
during a period of 
two years has es- 
tablished a large 
following on Spe- 
cial’s novelties in 
‘Tennessee and Ken- 
tucky. Mrs. Wat- 
kins’ first experi- 
ence in selling was 
for temporary pur- 
poses only. How- 
ever, her immediate success encouraged 
her to continue on and now she has no 
thought of giving up road sales work. 
Salesman Watkins is now busy on the 
territory, showing the new Fall line, 
and reports good business with pros- 
pects for Fall trade excellent. 


Mrs. W. W. Watkins 


0. VANTREES is now represent- 
ee The Harsh & Chapline Shoe 
Company, in the eastern Kansas terri- 
tory, formerly covered by Victor Ros- 
zelle. Mr. Vantrees’ practical experi- 
ence in Kansas City retail shoe circles 
has familiarized him with the problems 
of retail shoe merchandising and with 
his natural inclination to seek out chan-, 
nels for the distribution of “Harsh- 
line’ and “Lion Brand” shoes, he’s 
pointing towards the “Champion” class 
and all the Harsh & Chapline men 
know what that term means. 


ILLIAM BB. 
JOHNSON, 
formerly salesman- 
ager of the 
Stickles Shoe Com- 
pany of Red Wing, 
Minn., has recently 
joined the forces 
of the United 
States Shoe Com- 
pany of Cincinnati, 
as manager of the 
Juvenile division. 
Mr. Johnson for 
some time has been 
salesmanager of 
the Stickles Shoe Company and is quite 
well known in the children’s and juve- 
nile shoe line in the Middle West 
and West. In his younger days 
Mr. Johnson traveled the Northern and 
Western territory and has many old 
friends who know him as Bill Johnson 
and respect him highly as a shoe man. 
Mr. Johnson comes to the United 
States Shoe Company, August 1. He 
is thoroughly enthused over the pros- 
pects of his new position and he is 
fae enthused over our new line for 
all. 


W.B. Johnson 








Know Your Territory 


From Harsh & Chapline Shoe 
Co.’s Salesmen’s Bulletin. 


The territory is YOUR battle- 
ground. The general going into 
battle is doomed if he does not 
know every “nook and corner,” 
“twist and turn.” The same thing 
applies to we fellows out on the 
firing line selling shoes. 


Prospecting—missionary work 
—should be a daily routine with 
every salesman. Don’t rush 
through towns like a baby cyclone 
seeing just a few active accounts, 
and neglecting good prospects. To 
seek out only those accounts with 
whom you are dealing is a poor 
practice. You get your normal 
percentage of turn-downs through 
the Credit Department—failures 
—removals from business opera- 
tions, all of which must be offset 
by adding NEW ACCOUNTS. 
New accounts can be taken only 
as a result of extra missionary 
work. 


The salesman who does not 
keep himself in daily practice 
working for new business is los- 
ing his grip and eventually will 
prove a failure. One of the most 
vital requisites to successful sell- 
ing lies in a man’s ability to es- 
tablish NEW connections. Keep 
yourself in the habit—daily—do- 
ing missionary work. 


Knowing a territory well is im- 
portant—but that does not mean 
the roads and the locations of 
towns alone. Common among vet- 
erans, particularly, is the thought 
that they KNOW their territory in 
regard to Accounts, whereas it 
has been proved often that a 
“newcomer” will go into a vete- 
ran’s territory and surprise the 
factory with an influx of NEW 
BUSINESS which the older man 
had completely overlooked. 


Many of us make the big mis- 
take of sitting down and deciding 
that “so and so” “will not make a 
good prospect,” when in many 
cases we have not made the right 
kind of attempts to sell him. The 
reaction you had in making the 
first, or second, call may not have 
been encouraging, but that does 
not mean you should forget for- 
ever about soliciting the prospect 
again. 








ARVEY A. 
SCRANTON 
is now in charge 
of the collection 
department of 
the A. G. Walton 
Co., Chelsea, 
Mass., and is 
also assistant to 
Foster, 
vice-p resident 
and credit man- 
ager. Mr. Scran- 
ton has been con- 
nected with the 
shoe “game” 
ever since his 
graduation from Harvard College, with 
the exception of his service during the 
World War as First Lieutenant in Bat- 
tery A, 33rd Artillery. Prior to his 
present shoe connection, he was credit 
manager for four years for the Brock- 
ton Shoe Mfg. Co. of Holbrook, Mass., 
and before that, for eight years, 
he had charge of exports: for the 
Churchill & Alden Co. 


Photo by Waid 
H. A. Scranton 


Cpvuae ROMIG, Red Cross repre- 
sentative in Oklahoma, informs the 
Indiana Boys that he recently put on a 
Red Cross Style Show for the Squaws 
in the Cherokee Indian Reservation. 
This is the famous Oil District of the 
Hoosier State where the Chiefs light 
their pipes with $20.00 bills. Of course, 
Orville sees to it they don’t all burn up. 
Furthermore, it is said that Scout 
Romig always preferred the dark meat 
of the chicken. 


D. REAM has 

e joined the sell- 
ing staff of the 
Vitality Shoe Com- 
pany, the new 
branch of The In- 
ternational Shoe 
Company, St. 
Louis, and will 
represent the new 
organization in 
Wisconsin, Minne- 
sota, Iowa and the 
Dakotas, compris- 
ing much of the 
same territory he 
has covered during the past seventeen 
years for The J. P. Smith Shoe Com- 
pany, Chicago. “Lou” Ream is one of 
the outstanding figures and most lika- 
ble men selling shoes in the central 
west. Mr. Ream carries to his new 
position the good wishes of number- 
less trade friends. 


L. D. Ream 
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EVEN 
THE LACES 
MUST BE THE 
FINEST 


The fine shoe of today, like the 
fine car or the elegant home, tolerates 
no second rate accessories. 


With the perfect tannages of leather, the best 
of heels, soles and all other essentials of a truly 
high grade shoe, Matson Process Tip Laces have been 
developed to check with this new customer-demand. 


No matter how good the shoe—a Matson Tipped Lace will 


do it full justice in appearance and performance. 


Figure Matson Tipped Laces any way you like— 
you can only profit by ordering them into 
your lines—or as an important item in 

your findings department. 
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GuHoE Lace Company. LID 
610 MANTON AVENUE PROVIDENCE, Rk. 








July 20, 1929 


BOOT AND 


SHOE RECORDER 


Hamilton-Brown Get-Together 
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Photograph taken at the banquet held in connection with the recent Semi-Annual Sales Conference of the Hamilton- 
Brown Shoe Company, St. Louis. The banquet was held at the Westborough Country Club 








L. BASS covers New York City, 
« New Jersey, eastern Pennsylva- 
nia, and eastern New York, for the 
Air-o-Pedic Shoe Company, and has a 
corps of eight salesmen working under 
his supervision. Mr. Bass assisted in 
showing the line of his house at the 
Boston Shoe and Leather Fair. 


EWS of the death of John M. 

French, aged 60, one of the best 
known of shoe salesmen, at his home 
in Rochester last Saturday night, will 
be a shock to his multitude of friends 
of the traveling fraternity and retail 
merchants in Ohio, Michigan and West- 
ern Pennsylvania. He had been in fail- 
ing health almost a year and for three 
months had been confined to his bed. 
The funeral Tuesday afternoon, largely 
attended, was held from his home, 226 
Arbordale Avenue, and burial was at 
Mt. Hope Cemetery. The ceremonies 
were in charge of Warren C. Hubbard 
Lodge, No. 964, F. & A. M. 

John French for more than 32 years 
sold shoes for Morse & Rogers, of New 
York, and all during that time covered 
the territory in the three States named. 
- When Morse & Rogers were absorbed 
by the International Shoe Co. about six 

rs ago he assisted in forming a new 
Jobbing house, that of William J. Ken- 
nedy Shoe Co., Inc., and took that line 
into his old territory. Later he helped 
to form the Lustre Chemical Co., of 
Which his son, Milton S. French, also a 
former shoe salesman, became presi- 

t. He retired from business more 
than a year ago owing to ill health. 

Mr. French was a member of the 
Masons, of the Rochester Consistory 
and Damascus Temple, A.A.O.N.M.S., 
also of the Rochester Association of 
Traveling Shoe Salesmen. He is sur- 
vived by his wife, Mrs. May Tischer 
French; his son, Milton St. John 
French, and a grandson, Milton St. 
John French, Jr. 


C W. SMITHERS, formerly with the 
«Pedigo-Weber Shoe Company, has 
become associated with the Wolf Tober 
Shoe Manufacturing Company. He 
will carry their line on the Pacific 
Coast and in the Northwest. 


Harold Meyers 


AROLD MEYERS, who travels the 

Pacific Coast for the Blue Ribbon 
Shoemakers, Inc., is meeting with much 
success in placing “Naturalizers” on 
the Western-most Coast. He writes 
that these shoes are being exceptionally 
well received by women of all ages and 
that he finds the mail order and repeat 
trade on this line most satisfactory; he 
says further: “It proves to me that a 
most satisfactory turnover can be had 
on these shoes. This line is quickly get- 
ting a firm foothold in the corrective 
footwear field for its particular grade. 
The general conditions which govern 
future business along the Pacific Coast 
are good, and I feel sure that the shoe 
business in this section during the next 
season will be much better than it has 
been for several years.” 


RAVELING salesmen with head- 

quarters in Boston—all of them 
members of the Boston Shoe Travel- 
ers’ Association—did yeoman service at 
the BoSton Shoe and Leather Fair. 
Aided by members of the Boston Re- 
tail Shoe Salesmen’s Association, they 
formed a reception’ committee which 
took charge of registration and several 
other jobs as well. Approximately 
5,700 people were registered and pro- 
vided with buttons admitting them to 
the fair, the largest registration in 
several years. The personnel of this 
committee, which has not been pub- 
lished before in its entirety, was as fol- 
lows: 

Thomas A. Delany, Chairman; Clar- 
ence N. Cogswell, Vice-Chairman; John 
C. Whittemore, George L. Ashe, T. E. 
Murphy, A. J. Anderson, C. E. Joss, 
C. H. Reynolds, President; Thomas 
Cogswell, H. M. Barnes, F. A. Cadwell, 
D. R. Carr, Jere A. Crowley, A. W. 
Darling, R. F. Doyle, Ernest T. Fogg, 
Fred L. Foster, F. C. Fowler, H. P. 
Goss, A. P. Guild, W. J. Howe, Ray- 
mond H. Jackson, Frederick W. John- 
son, G. J. Loveley, Harry P. Lynch, 
George A. McIntire, Robert W. McKay, 
John |Meggett, Charles W. Morrill, Ed- 
win S. Murray, T. E. Murphy, W. M. 
Oakman, Fred P. Percy, 2nd; J. E. 
Phelan, John F. Powers, Frank M. 
Rowan, John L. Stanton, Arthur C. 
Stern, J. E. Stevens, John B. Sullivan, 
John F, Sullivan, D. J. Tobin, J. J. 
Whalen, L. P. Wright, William Love- 
joy, Charles B. Tibbetts, William 
Readon, Robert Wright, R. Dobbins, 
C. Jordon, H. Currier, R. Hanscomb, 
J. J. Aldron, P. C. Wood, Mr. Arbet- 
ter, P. F. Girard and F. Curtin. 


T J. NEWKIRK is a recent acquisi- 
etion on the sales staff of The 
Harsh & Chapline Shoe Company, 
since the recent trip of Manager Ut- 
ley through the south. Mr. Newkirk 
is covering territory in the northern 
section of Texas and has opened sey- 
eral new accounts. 
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THEY LOOK TO “U.S.” WHEN THEY BUY FOR THEIR FEET 





When a manufacturer's 
salesman shows you 
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shoes bottomed with 


USKIDE (or USTAN) soles 
and SPRINGSTEP rubber heels 


remember that your customers’ confidence in the 


U.S.’ trade mark on footwear 


WILL HELP YOU SELL THEM 
Made by the makers of “Keds” and “Gaytees” 
United States @ Rubber Company 


Trade 


1790 Broadway, New York City 
World’s Largest Manufacturers of Rubberwear for Feet 


<2 on ; , 
35) 3) SP tia ana 9 








es oes oo pa i re Oe Oe Oe ee ae ee 


Shoe 


erchants ACews 


In the Boor AND SHOE RECORDER 








N (TIONAL NEWS 


SATURDAY, JULY 20, 1929 


EVERY WEEK 








Whites and Woven Sandals Help 
| St. Louis Stores in Clean-Up 


Little Wanted Merchan- 
dise on Hand for 
July Sales 


st. Louis, Mo.—Business for the 
month of June was spotted, some stores 
reporting a slight increase, others an- 
nouncing an equal volume with last 
year, but no serious decreases were 
heard in the reports. Indications are 
that the season has been exceptionally 
good from both a volume as weli as a 
profit side. There has been no seasonal 
jinx to menace the profit side of the 
business. Whites have been a clean-up 
with practically every pair _ sold. 
Whites, because of the heavy demand, 
have been able to command full prices 
and no price cutting was necessary to 
move this merchandise from _ the 
shelves. Colors also shared a good de- 
mand in the call for footwear and 
stores report stocks clean of any slow 
selling merchandise. The odds and 
—_ are being pushed in the July 
sales. 

Printed fabrics proved a mistake. 
This has been about the only wrong 
guess and they were played sparingly. 

July sales have been active with good 
results as usual for the first few weeks. 
Little merchandise of wanted shoes has 
been observed in the events and the 
window of one store on a busy street 
failed to reveal a pair of white shoes 
in the display. 

Some sport oxfords have found their 
way to the cut-priced footwear but 
mostly in end sizes. Shoes of this type 
have been good with many extra pairs 
being accounted for in this end of the 
business, 

Woven sandals, particularly the 
$5.00 and $6.00 types, have been tre- 
mendously big, all stores selling them 
up to the last pair and claiming many 
sales missed because of lack of mer- 
chandise. White sandals were the 
most popular and quickest to be re- 
moved from the shelves. 


Moving Shoe Department 


MINNEAPOLIS, MINN. (UTPS)—L. S. 
Donaldson & Co. have announced an ex- 
tensive program of changes in the in- 
terior structure of the store, which will 
include removal of the women’s shoe 
department to the second floor where a 
recent sale had been going on. The de- 
partment has been in the corner main 
floor at Seventh Street facing Nicollet 
Avenue for many years. 








They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 
H-1555 


H-1556 


Wants women’s shoes to re- 
tail $1.98 to $2.98. 

Wants brown and black vici 
high top shoes suitable for 
Mexican trade. 

Wants women’s novelty shoes 
to retail $3.85. 

Wants women’s novelties to 
cost $2.85 to $3.15. 

Wants women’s novelties re- 
tailing $3.50 to $5. 

Wants women’s novelties re- 
tailing $2.98, $3.95, $5. 
Wants women’s novelties in 
case lots, costing $1.50 to $2. 
Wants women’s novelties re- 
tailing $4 to $5. 


Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
corder, 80 Federal St., Boston, 
Mass. F 


H-1557 
H-1558 
H-1559 
H-1560 
H-1561 
H-1562 











Stores Collapse 


MONTGOMERY, ALA. — Considerable 
damage to shoe stocks, running into the 
thousands of dollars, and damage to 
buildings estimated at around $100,000 
was caused by the collapse of the Pizitz 
Department Store and the Bullock shoe 
store next door to it last Monday, when 
the walls of the buildings, weakened 
by excavations next door, gave way. 

First reports indicated possible 
death and injury to people in the 
stores. However, aside from two negro 
customers in the department store, the 
only injury sustained was that of a 
broken arm by George De Grouchey, 
manager of the Pizitz store. J. Nick 
Jones is the owner of the Bullock shoe 
store and was out of town when the 
building collapsed. All employes of 
the store and customers’ escaped 
unhurt. 


New Karl Store 


ANAHEIM, CAL. (UTPS)—The Karl 
Shoe Store has opened at 105 West 
Center Street, Anaheim, Cal., under the 
management of John Calpoy, this being 
the 35th store of the chain in southern 
California. The Anaheim shop has a 
hosiery department as well as shoes— 
both hosiery and shoes the popular- 
priced Karl Shoe Store line, for the 
entire family. 





New Petot Shop 


Goes Modernistic 


INDIANAPOLIS, IND. (UTPS) — The 
new Petot Shoe Shop, at 48 East Wash- 
ington Street, has been opened. H. C. 
Meyers has succeeded Preston F. Stoner 
as manager of the store, which is 
known as Petot store No. 3. 

The new front is entirely different 
from the usual store front, and is of a 
modernistic cnostruction with wide en- 
trance at the sidewalk, and gradually 
tapering toward the door, giving the 
store an unusual large and attractive 
display window, on either side of the 
entrance. The interior of the store is 
of birds-eye maple throughout. The 
men’s department is located on the 
mezzanine balcony, over the ladies’ de- 
partment. 

Just to the left as one enters the 
store the hosiery counter is located, 
where a full line of silk hosiery for 
men, and silk stockings for ladies, is 
to be had, and also a complete selection 
of buckles and other accessories. 

One of the new features of the store 
is the frosted glass valance suspended 
from the ceilings of the display win- 
dows. This new feature not only serves 
its intended purpose, but draws the 
light to the rear of the store, and adds 
additional light to the display window. 

H. C. Meyers was formerly associated 
with the Mishawaka Rubber Company, 
and traveled in Southern Illinois terri- 
tory. 


Buys Irvin Store 


MONTEREY PARK, CAL. (UTPS)—R. 
Waltman has purchased the Irvin Shoe 
Store, Garvey and Garfield Avenues, 
Monterey Park, from Clyde Irvin. 
Waltman comes from Alhambra, Cal., 
and is not only an experienced shoe 
retailer, but has had years of experi- 
ence as a shoemaker also. He is re- 
modeling the Irvin Shoe Store, will add 
several new lines of shoes for men, 
women and children, and will also add 
a repair department with the latest in 
shoe repairing machinery. 


New Akron Shop 


AKRON, OHIO—A club type shop for 
men, seating 16, has been opened here 
under the name of the Metropolitan 
Boot Shop at 31 South Main Street. 
The shop features Florsheim shoes. 
The chairs are of the individual type 
and a modernistic carpet gives an up- 
to-date appearance to the store. 

Orrin A. Kohl, former manager of 
a Browning-King department for 
French, Shriner & Urner, is in charge 
of the new shop. Russell Walter is his 
assistant. 
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New Styles— 
New Shades— 






New Samples— 


New Speed— 





NEW FALL BUSINESS! 





No. 33-1—$4.35 
Patent Leather beaded gore strap, 
with Mat Kid trimming. 





No. 161—$3.35 
Black Kid Five Eyelet Tie, in 
d D 











No. 181-17—$4.35 
Prado Brown Kid with Lizard 













No. 651—$3.35 


Black Kid Tongueless Cutout 
Oxford, in stock B, C, D, and E. 


Ix the Ault-Williamson Shoe Company’s plant the 
present production-time is 12 days. That is to say, 
the work-sheet for any dealer’s make-up order for our 
newest Prophylactic Shoe models in the latest Fall 
shades will be allowed 12 days from cutting room to 
shipping room. In the past two years, this has been 
cut down from 21 days—an engineering accomplish- 
ment attained only by exhaustive experiments and 
comprehensive changes in routing and departmental 
arrangement. 


Every day saved in the factory holds down the cost of 
standard A-W quality shoemaking and gives our 
dealers greater profit-making values in shoes of the 
nationally famous Constant Comfort and Prophylactic 
lines. We have more than 80 numbers in-stock at 
Auburn and St. Louis for immediate shipment. Use 
this exceptional 12-day production speed for the new- 
est Prophylactic Shoes in the chosen Fall shades of 
brown... 


Prado Brown Kid and Calf Spanish Brown Kid and Calf 
Sierra Brown Kid and Calf and Trotteur Tan Kid 
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AULT-WILLIAMSON SHOE COMPANY 


Turn Shoe Specialists 


BOSTON, MASS. AUBURN, ME. (factory) ST. LOUIS, MO. 
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Two New Penney Buyers 


John Talbot A. J. Spring 


Sr. Louis, Mo.—A. J. Spring, for 
many years general manager of the 
Capitol Shoemakers, Inc., and John C. 
Talbot, for the past six years assistant 
manager of the Continental and Pen- 
nant branches of the International 
Shoe Company, have joined the buying 
staff of the J. C. Penney organization, 
who have their footwear purchasing 
headquarters in St. Louis. ; 

Both come to the Penney organiza- 
tion with unusual records of success 
established in each of their former con- 
nections. They possess marked ability 
in style footwear that has had definite 
trends in the field in which the Penney 
stores operate. The buying depart- 
ment is now located in the new tre- 
mendous warehouse just completed at 
14th and Spruce Streets, where a 13- 
story building has been erected. The 
offices of the entire foctwear staff are 
located on the 13th floor, where prac- 
tical but attractive offices have been 
established. 


Gamlen Sales Manager 
Of Frank Werner Co. 


SAN FRANCISCO, CAL.—An interesting 
experiment is being made by The 
Frank Werner Co. through the appoint- 
ment of E. Gamlen as sales manager. 
Mr. Gamlen will continue to act as sec- 
retary-treasurer and controller of the 
Werner shoe interests as heretofore. 

His added duties will not only consist 
in seeing that the stock is profitably 
merchandised, but will include the su- 
pervision of the store’s personnel. 
Those who know Mr. Gamlen well, 
know also that he will be most success- 
ful in handling his new responsibili- 
ties, 


* 


Open Second Shop 


VENTURA, CAL. (UTPS)—Though 
they were high school students only six 
years ago, Ted Fulkerson and Harold 
Serene have now opened their second 
shoe store in Ventura, Cal. Their first 
shoe shop was opened when they were 
but two years out of school—the store 
ls now in the Hotel Ventura Building 
and is still their main location. The 
newly opened branch shop is in the 
new Brigham & Beaman Department 
Store, the shoe concession occupying 
the entire front balcony, with Ted 
Fulkerson in charge. This place offers 
men’s shoes; while the main store in 
the Hotel Ventura Building continues 
to sell a complete line of fine shoes for 
both men and women. 





New Capwell Store 


to Reopen Sept. 1 


OAKLAND, CAL. (UTPS)—H. C. Cap- 
well Company, Fourteenth and Clay. 
Streets, Oakland, although recently ab- 
sorbed by the Emporium-Capweil Cor- 
poration, will on Sept. 1 reopen at the 
same location, with the firm name of 
Capwell, Sullivan & Furth, much the 
same firm as far as departmental man- 
agers and personnel are concerned, but 
a new firm legally. H. C. Capwell, pio- 
neer Oakland merchant, has retired 
from business and is not connected with 
any firm. Cebert E. Capwell, a son of 
H. C. Capwell, is president of the new 
concern; E. H. Furth is secretary; and 
the other officers are T. W. Sullivan, 
H. R. Plimsall and R. W. MacDonald. 

Larry O’Connor, manager and buyer 
for the upstairs shoe department of the 
former H. C. Capwell Company, con- 
tinues in the same capacity with the 
new store, along with the rest of the 
former personnel of his department. 

The downstairs shoe department will 
also have its former head, Jack Letray. 
Letray will, however, continue his man- 
agership of the new downstairs depart- 
mae at Carol Wills, on Broadway, Oak- 
land. 


Five Hundred To Attend 


Wisconsin Convention 


MILWAUKEE, Wis. (UTPS) — Plans 
for the coming convention on July 30 to 
Aug. 1, inclusive, of the Wisconsin Shoe 
Retailers’ Association are going for- 
ward and will soon be completed. The 
convention will be held at the New 
Pfister Hotel and will be attended by 
over five hundred merchants from all 
parts of the State. Entertainment will 
be provided in abundance for those who 
attend and no convention of previous 
years will eclipse this one for features. 
The president of the association is Wil- 
liam J. Muckle, Milwaukee, and J. Lan- 
genburg, of Appleton, is secretary. 


Mettler a Manager 


PORTLAND, ORE. (UTPS)—George W. 
Mettler, for the past sixteen years con- 
nected with both the Fithian Shoe Com- 
pany and Craddock-Terry Shoe Com- 
pany, has been appointed manager of 
the Portland branch, while , 
Fithian, the veteran Portland manufac- 
turer, will be in charge of the “in- 
stock” branch at San Francisco. He 
will personally organize and develop the 
California field for the company. The 
company also maintains a sales and dis- 
play room at the Terminal Sales Build- 
ing in Seattle and at 1523 Old National 
Bank Building, Spokane, Wash. 


May Shoes Sales Gained 


WASHINGTON, D. C.—According to 
figures compiled by the Federal Re- 
serve Board retail sales of women’s 
shoes in May, 1929, for the country as 
a whole, gained 12.3 per cent over May, 
1928; children’s shoes gained 7.2 per 
cent and men’s and boys’ shoes, 6.4 per 
cent. 





Aviatrix 
Boot 


Style 311 
Brown Elk 
Height 12 inches 
Price $5.20 


IN STOCK 


NATIONAL PARK 
AVIATION 
Sport— 
Hiking — 
Scout 


BOOTS 


IN STOCK 
3 — STYLES — 5 


THE OTHER FOUR 
Style 300 Yellowstone 14 inch $5.90 
Style 310 Black Hills 14inch 6.00 
Style 317 Girl Scout Boot 8inch 4.60 
Style 312 Rocky Mountain 14inch 5.70 


SIZES 


5/8 A, 4/8 B, 24%2/8 C, 2%/8 D 
Terms 5% 10 days. Net 30 days 


Write for sample pairs or folder. 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


Makers of the famous Kewpie Twins Health 
Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 























TRADE MARK 


REG. U.S, PAT. OFF 
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Velvents Suede Cait . = - fet the CM OATMEAL 
of fine footwear for afternoon Utttd SPOS; 


of all manufacturers 


. and footwear of Velvetta Suede MUMGE WHTA léU. 


Calf is the choice of millions of women. 


Velvetta colors are the correct and 1 
latest style colors. | i WG TC 


It will not crock. 


MantRankin Leather Company i) OF BLD RAE 


106 Beach Street, Boston, Mass. 


SUEDE 
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San Francisco Store Is 
Bought By Carol Wills 


SAN FRANCISCO, CAL.—The Bootery, 
which was originally owned by C. H. 
Wolfclt & Co., has been sold to Carol 
Wills. The store will continue to be 
known. under the previous name and 
Mr. Wills’ name will not be associated 
with it in the public mind. H. Watkins 
will be in charge. 

A grading up process is in effect, so 
the fall merchandise will be of a higher 
quality than previously featured. This 
urchase will in no wise affect Mr. 
Wills’ interests in his other stores in 
San Francisco and Oakland. The base- 
ment of the Carol Wills Oakland store 
is being made into a modern sales room. 
Enna Jetticks for women and a popular 
priced children’s department are being 
added. 


New Curtis Store Opens 


Bosron, Mass.—The North Station 
of this city has a new Curtis Shoe 
Store, where men’s shoes are featured 
in conjunction with the Enna Jettick 
women’s line. R. V. Murphy, form- 
erly connected with the South Station 
Haberdashery, is the manager. This 
makes the fourth Curtis Shoe Co. store 
in this city. It is reported that a fifth 
store is to open on Winter Street, soon. 
One of the interesting sections of this 
North Station store are its windows, 
which open to the street, and also on 
a corridor of the railroad station. A 
soft red light flashes the big Curtis 
sign on both sides. A sport window 
was recently arranged showing a grass 
rug, earth, and pebbles, with the vari- 
ous rubber and leather soled shoes that 
were best adapted to these surfaces. 


Douglas Store Moved 


INDIANAPOLIS, IND. (UTPS)—The 
W. L. Douglas Shoe Co. moved to a new 
store at 32 East Washington Street, in 
the Washington Hotel building. The 
new front is the standard store front 
used exclusively by the company, giv- 
ing the store an unusual amount of 
window space. The interior fixtures are 
of circassian walnut, and extra wall 
cabinets with glass front drawers have 
been provided for hosiery, with a spe- 
cial lighting effect, and equipped with 
an illuminated glass front top for spe- 
cial displays. One of the attractive 
features installed for the special com- 
fort of the patrons is an exhaust fan 
that changes the air every six minutes 
and keeps the temperature of the store 
about 70 deg. J. E. Smyth is in 
charge of the store. 


Mrs. Stewart Is Dead 


Iowa Crry, Iowa.—Exactly eleven 
months after the death of her hus- 
band, which occurred July 26, 1928, 
Mrs. Ida Mary Stewart, widow of Mar- 
cus Morton Stewart, formerly promi- 
nent retail shoe merchant of this place, 
died suddenly at the family home, 623 
East College Street, Wednesday after- 
non, June 26. Surviving Mrs. Stew- 
art are her son, W. Hal Stewart, heao 
of the retail shoe house of Stewart & 
Son, and a brother. 





New Tax Proposed 


ATLANTA, GA. (UTPS)—Both whole- 
sale and retail dealers in shoes will be 
taxed in Georgia if a measure just in- 
troduced in the general assembly is 
passed by it. 

The measure provides for a tax of 
one-fifth of one per cent on all products 
manufactured in the State; one-twen- 
tieth of one per cent on all goods sold 
at wholesale, and one-fifth of one per 
cent on all goods sold at retail within 
Georgia. 

The only products excluded from the 
bill are agricultural products and gaso- 
line, which is taxed under another act. 


Fair Demand for Men’s 
Blue and White Shoes 


—the new BLUE and white 


Sports Oxford 


—shown for the first time 
in the Store for Men 


And now the vogue for color and harmony 
in men’s attire sree in a new sports shoe of 
NAUTICAL IE CALF combined with 
white elk finish leather! Also all blue dress 
oxfords. ‘ 

oe by the Boston Shoe Style Show 

for sale exclusively in The Store for Men. 

The'effect is startling at first thought but 
exceedingly smart and in sound taste in 
its realization. Worn with navy blue coat and 
white flannel trousers, it is quite a pleasing 
ensemble—effective also with the plain blue 
end-on-end madras shirt and white Shantung 
silk tie so lately sponsored by university men 
and announced exclusively by The Store 
for Men. 

—modestly priced at 10.00 
LOWER FLOOR—THE STORE FOR MEN 
|| ‘Phong HUBbard 2700 for instant telaphene order service 




















BosTon, Mass.—That the blue shoe 
for men really has a place in the scheme 
of things is proven by the experience of 
the Jordan Marsh Co., one of Boston’s 
big department stores. On Friday, July 
5, a small lot of the blue and white 
sport shoes pictured in the advertise- 
ment here were received by Manager 
E. J. Smith of the men’s shoe depart- 
ment. They went on sale that day, and 
by Tuesday evening of the next week 
about 70 per cent of them had been 
sold. Mr. Smith’s experience with the 
all-over blue shoe has not been so satis- 
factory from a sales standpoint, but at 
least he has accomplished one of his 
objects in attracting attention to the de- 
partment and enhancing its reputation 
for springing new things as fast as 
they come along. 

Mr. Smith does not see any future 
for the blue shoe during the fall and 
winter. “It should be pushed,” he says, 
“purely as an extra pairage proposition 
between Easter and Labor Day. I am 
not yet sure to just what extent we will 
stock it for next spring and summer, 
but believe it has a better chance of 
surviving than alligator, for instance, 
which did not last long.” 





Edison Bros. to Open 


Eleven New Stores Soon 


ATLANTA, GA. (UTPS) — Announce- 
ment has just been made by Edison 
Brothers Stores, Inc., with headquar- 
ters in Atlanta, that leases have been 
closed and plans completed for the 
opening of eleven more stores in the 
next four months. 

The new stores of the Edison chain 
are to be located at Dailas, Tex.; Beau- 
mont, Tex.; San Antonio, Tex.; Tulsa, 
Okla.; Shreveport, La.; Little Rock, 
Ark.; Birmingham, Ala.; Knoxville, 
Tenn.; Fort Worth, Tex., and two in 
Louisville, Ky. This is in -addition to 
the twenty-one stores now operated by 
the company, and will bring the total 
up to 32 stores. 

Sales for the company for the first 
six months of the year were $1,751,- 
599.99 as against $1,360,035.56 for the 
same period in 1928—a gain of approxi- 
mately 28.8 per cent. 


Sandals Outstanding 


St. Louis, Mo.—J. J. Sensenbrenner, 
president of the Senac Shoe Company, 
announced a heavy season on imported 
woven sandals. They showed a 60 per 
cent increase in the chain operated by 
this company. Practically no shoes of 
this type will be carried over and many 
more pairs could have been sold had 
they been stocked. Five thousand 
pairs was a low estimate of the addi- 
tional white sandals that could have 
been disposed of, said Sensenbrenner. 

So outstanding was the demand for 
footwear of this type that the Senac 
Shoe Company has already placed a 
duplicate order abroad with an in- 
crease of 10,000 additional pairs. 


Arch Preserver Moves 


OMAHA, NEB. (UTPS)—The new 
Arch Preserver Shoe Store is located in 
the new Barker Building at 310 South 
Fifteenth. New furnishings and fixtures 
have been installed throughout, making 
it one of the finest stores in the city. 

“We have been looking for a more 
centrally located store for some time, 
and with the opening of the fine new 
Barker Building we decided to move,” 
said A. N. Adams, manager of the 
store. 

“We believe that with this new store, 
located as it is in the heart of Omaha’s 
retail district, and with our new and 
modern equipment, we are in a position 
to better serve our customers.” 


F. A. Brady Promoted 


LYNCHBURG, VA.—F. A. Brady, as- 
sistant manager of Herberts, this city, 
has been made manager of the store 
here. He has been with the firm for 
several years in the Durham and 
Greensboro, N. C., stores. 

Herbert’s recently opened a new 
store at 314 W. Main Street, Durham, 
N. C., with R. P. Ramsey in charge as 
manager. 


Buys Carpenter Store 


CHEHALIS, WASH. (UTPS) — The 
Ever Ready Shoe Store, Inc., has pur- 
chased the Carpenter Bros. store and 
placed George F.. Petterson in charge. 
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Modernistic card holders, gold with black trim (3-color 

festoon base between frame and plateau) enhance the 

beauty of your window cards—harmonize with the finest 
of window display fixtures 


Sho 


*“For want of a horseshoe nail the barf bette 





was lost.”” For want of ““IT”” in shgg better 
cards the costly equipment of manyfP* Re 
window has fallen short of its full eta" 
tiveness. The show card is the voice a 
the window. A voice with pleasing to bette 
is best. Its function is to clinch safllodernis 





Annual Card Service is exclusive for one 
merchant in an average size town, suburb 
or metropolitan shopping center. 








or W 

Ask us if your town is or may be open § —I! 

for 

MA 

Printed Price Tickets coas 
Either of the tickets illustrated below will 

be supplied free to annual card service , 


members in place of blank tickets each 
month in the quantity indicated in the 
description of each monthly card service. 











Attractive 
Hand-Lettered 
Price Ticket 


Actual size, blue and 
reddish brown design, 


black figures—80 dif- 


ferent prices. 


69c to $17.50 


f 
25c per dozen 
or 6 doz.—$1.25 


12 doz.—$2.25 


24 doz.—$4.00 
Check With Order, 


Please 























Printed Price Tickets 


All Regular and Clearance Sale. 
Any prices wanted 25c to $22.50—Green Border 
Any prices wanted 85c to $14.00—Orange Border 


6-doz. odd lot 
assortment 
$1.10 


12 doz.—$2.00 
24 doz.—$3.50 
12 each of 6 prices 85¢ 
12 doz.—$1.50 
24 doz.—$2.50 


1 doz. of one price 15¢ 


Comes in either Orange or 
Olive Green Border—Black 
Figures 
(Actual Size) 


Cash or stamps 
with order 
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ards that Have “IT” 


Artistic—Different—Sales Building 


better your show cards is Recorder Show Card Service _— a 
better vour business. is second to none. Cards each Select the 


he Recorder Show Card month are of different design, “—_ aeae 


Service 8 ee (mai t*) 
isi i i 4c ; 
odern merchandising trend harmonize. These tickets may No. 1 (Card Holders. 


Tickets. 


+ month. We offer a new be had with a limited number $4.00 monthly ($48.00 the year) 





rice keeps pace with the with blank price tickets to 





{better type of card, with of printed prices if desired, Service 12 cards (7”x11”) 
No. 1-B 4 Card Holders. 
100 Blank Price 


ndernistic holders. at 50c per month additional. 100 Bh 
$5.00 monthly ($60.00 the year) 








JUNIOR HA anete. 2 Card 
‘ ; olders. 
1 { interchangeable show card monthly service, all sales Service 50 Blank Price 


Tickets. 
messages different, each month’s cards of different $3.00 monthly ($36.00 the year) 
designs and colors; with price tickets, either blank, Printed Price Tickets 


ith . ted rices of — most peouier retail — 
y1 rin may be had with each month's car 
of W P P r service in place of the blank tickets 











indicated above at 50 cents per month 
| 


—It is the most valuable of window card franchises to own etettionst. 
for your town, suburb or metropolitan shopping center. —— ir * 
MANY WELL RATED MERCHANTS from coast to 


coast now use it for pulling window-shoppers into their stores. . 
Mail the Coupon 


‘ 


In the panel are brief descriptions of 


12 card service $5.00 the several Services we offer. Select the 


per mo. one you wish. 


. ; . : ' 
General service for men’s, women’s, children’s shoes Mail the coupon today! 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder “Selling 
Messages” card service No. for one 
year, consisting of cards each month 
and art card holders, with the first month's 
service, beginning with cards for July, for 
which we will pay $ per year, payable 
$ per month. 


(and hosiery). 
4 card holders 
100 blank price tickets— 
or 72 printed price tickets, any prices wanted, as 
illustrated on left-hand page 


6 card service $3.00 


2 card holders 
50 blank price tickets— 
or 36 printed price tickets, any prices wanted, as 
illustrated on left hand page 


a For cash in advance full year’s service, 5% 
discount. 

(If service be discontinued . before expiration of order, 
we agree to pay $1.00 per month additional for each 
month’s card service delivered.) 


We sell Men’s, Women’s Children’s shoes, and 
hosiery. (Cross out lines not carried.) 


Printed Price Tickets :— 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
189 W. Madison St., Chicago 


Store Name 


(July 20th issue) 
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WHERE TO BUY 
Men’s Shoes 


<A 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 




















NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 


























50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


Weal | 
aaa 
KUMFORT-ARCH SHOE 


onvevny wy THe 


EMERSON SHOE MFG CO 
POC RLANO MASE 

















ONLY” 


EAST WEYMOUTH. MASS. U.S.A. 














Tue 


SHOE 


(P) ror MEN , 
M. A. PACKARDCO., Makers (P) 
BROCKTON ...s 
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Business Brisk 
In Factories 
Following Fair 





LYNN, MAss.—Business started up 
briskly here, after the Boston market 
got under way, and buyers placed or- 
ders for new stocks of shoes. This is 
usually the case. But this time it looks 
as if many buyers bought shoes to be 
made and delivered in July, and sold 
in August and early September, in- 
stead of anticipating their require- 
ments into late September and Octo- 
ber. The time between the factory and 
the foot is being shortened up a little 
bit more. 

“Hot Weather and Hot Shoes” is a 
new topic here. The thought is that 
summer started unusually early, and 
is unusually warm, and is likely to be 
unusually long, with the consequence 
that merchants will sell an unusual 
number of hot weather styles. 

New orders tell an almost monoton- 
ous story of blacks and browns. Sev- 
eral order sheets, picked at random, show 
50 per cent blacks, counting the patents, 
suedes and grains. Browns appear to 
be good for at least 30 per cent. Some 
think they see a gain for browns. For 
colors, to please epicures of shoes, there 
is a new neutral green, which will 
blend into the sport tones of the fall, 
and an antique purple that is rich and 
noble. Blue still holds. A few gray 
tones are noted. The combination of 
grain kid and suede calf looks good to 
many. More suede kid is being used. 





Selling Leather in Camps 


WORCESTER, MAss.—R. H. Tripp, of 
Graton & Knight, tanners of Worcester, 
Mass., is traveling among summer 
camps, selling leather for arts and 
crafts work, and, also, instructing stu- 
dents in such work. Graton & Knight 
began to make a specialty of this stock 
a few years ago, and its sales have 
shown a steady increase year after 
year. Professional as well as amateur 
arts and crafts workers of the cities 
are using the leather in increasing 
quantities. 


New Shoe Company 


Avon, Mass.—The Doherty Shoe 
Company factory has been leased by 
the Dodd & Bailey Shoe Company, a 
new corporation, which will make 
shoes and shoe findings. Officers of 
the company, which expects to employ 
about 50 hands to start, include James 
S. Dodd, president; William L. Bailey, 
vice-president; clerk and _ treasurer, 
and William L. Murphy of Abington, 
director. 





Portsmouth Factories Busy 


PoRTSMOUTH, OHIO (UTPS)—« )wing 
to the fact that orders have been com. 
ing in so briskly recently, shoe fae. 
tories of Portsmouth did not close for 
any lengthy holiday over July 4. But 
one day was given to employees and 
the factories resumed Friday, J uly 5, 

The Selby Shoe Co. reports that or. 
ders during the last week in Jun were 
the largest in the history of the com. 
pany for a week’s period. 

Rushing business is also reported at 
both the Excelsior and the Irving Drew 
Shoe Companies. 









New High Records for 
First Half of Year 


NEw York, N. Y.—The first quar- 
ter of 1929 proved to be one of the 
largest first quarters in the whole his- 
tory of our major and minor industries 
as regards volume of production and 
distribution and as to corporate profits, 
And now the first half of 192° offers 
every promise of following suit. Cer- 
tainly there is every evidence of a fur- 
ther broadening in production and in 
demand. 

The onward rush of business nation- 
ally is reflected in the advertising line 
age statements of the major publica- 
tions during the first six months of 
this year. Business analyses point to 
the advertising records as an accurate 
barometer of the business outlook from 
‘Maine to California, stating that the 
figures are impressive and that they 
exercise an encouraging influence on 
business’ in general. 

A highly important element in the 
picture of this forward urge of busi- 
ness is the impressive gain in adver- 
tising volume of The American Weekly, 
the magazine credited with the 
world’s largest circulation, more than 
5,600,000. The American Weekly’s ad- 
vertising revenue for the first six 
months of 1929 exceeds that of the en- 
tire year 1925, 1926 or 1927. The first 
six months of this year are the largest 
in advertising volume in the history of 
The American Weekly, exceeding the 
same period of 1928, by nearly one mil- 
lion dollars. 











































Concealed Stitches 


LYNN, Mass.—W. F. Hooley has 4 
new idea in stitching. He applies nar- 
row bindings in colors, to vamps ul 
quarters of shoes, in a series 0! accor- 
dion pleats. One looks for the stitches 
that hold the narrow bindings to the 
shoes, and he looks in vain, for the 
stitches are concealed, excepting for 
the border lines. It looks like magit; 
but it is really straight stitching, done 
in a new way. 
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Walk-Over Concerts 


BrockTON, Mass.—More than 1000 
attended the first in a series of summer 
hand concerts given at the Walk-Over 
Club grounds of the George E. Keith 
Company, July 9, and presented by the 
Shedad Grotto band of this city, of 
which l'rederick W. J. Lewis is leader. 
poth classical and popular numbers 
were included on the program. The 
concert was enhanced by groups of 
songs resented by the Walk-Over 
chorus, 2 group of 25 male voices, di- 
rected 'y Ernest W. Stedman, secre- 
tary to Harold C. Keith, president of 
the company, and one of the most popu- 
jar musicians in the district. The next 
concert will be given July 27, and 
others will be given August 13 and 


August 27. 


Chapline-Mayer Holds 
Big Sales Conference 


MILWAUKEE, Wis.—On July 1 Chap- 
line-Mayer Shoe Co., of Milwaukee, 
held its first sales meeting since the 
reorganization of the firm, and repre- 
sentatives from ail territories assem- 
bled at the factory. 

Several new men joined the force 
this season and will cover the follow- 
ing territories: A. L. Gibson, Indiana; 
R. A. Gilbert, South Texas; J. E. 
‘Waugh, North and South Carolina; 
J. 0. Humbert, Western Pennsylvania; 
W. E. Gerdes, Illinois; R. D. Butter- 
field, Nebraska. 

Going over the new fall lines of 
Arch Saver, Youthful Vogue and Mar- 
tha Washington shoes was the main 
event of the meeting. Every man was 
loud in his praise of the new samples, 
and never before has such genuine en- 
thusiasm been displayed. 

The new fall line is more complete 
than ever and represents a wide assort- 
ment of patterns and several new lasts. 
The factory is now preparing to fur- 
ther increase production and added 
equipment is being installed. 

The salesmen are now on their ter- 
ritories and orders are coming in in a 
big way. 


Touraine Reorganized 


BROCKTON, MASS.—The Touraine 
Shoe Company has been reorganized. 
New officers of the concern are Sol- 
omon Bockholtz, president; Jacob B. 
Bockholtz, vice-president; Nicholas 
Colmans, vice-president and superin- 
tendent of manufacturing; William A. 
Hogan, treasurer. Other directors are 
Joseph Machin, Alexander Keay, and 
Carlton R. White, the latter three rep- 
resenting Mr. Davis’ various financial 
projects. 

The company, which now will be 
known as the Touraine Shoe Corp., ex- 
pects to reopen its -plant in the old 
Tom White factory in a few weeks, 
after the manufacturing system has 
been reorganized on a more efficient 
basis. It is expected about 150 hands 
will be employed, about one-third of 
whom are now employed at the plant. 

€ company has been making women’s 
novelty McKays, but will add children’s 
lines when the plant resumes. The out- 
put is sold mostly to the jobbing trade. 





Work of Wholesalers 
Discussed at Meeting 


Boston, Mass.—A dinner-meeting of 
the Executive Committee of the Na- 
tional Association of Shoe Wholesalers 
was held at the Hotel Statler, Boston, 
July 10, at which a number of subjects 
of interest to the association were dis- 
cussed. President William T. Bailey, of 
Toledo, Ohio, presided, and other mem- 
bers of the committee present were 
Ralph B. Jones, O. D. McGrew, George 
V. Weiss, H. L. Doerr, James 
Childs, C. F. Woltman, Elkan R. Myers 
and Fred Roth. Sidney J. Eisman was 
represented by August Levy. 

After remarks by President Bailey, 
the secretary reported on the major ac- 
tivities of the association since the ex- 
ecutive committee meeting in New York, 
last February. These included the as- 
sociation’s representation at the shoe 
tariff hearing before the Ways and 
Means Committee of Congress; the com- 
pilation of the 1928 Association’s Ex- 
pense Analysis Report, and other mat- 
ters. The secretary also reported that 
the association had been instrumental 
in defeating a proposed Pure Shoe bill 
in the Massachusetts Legislature. 

Ralph B. Jones made an interesting 
report analyzing the results of the re- 
cent National Wholesale Conference in 
Washington, which he attended. It was 
also voted to arrange for a closer con- 
tact between the association and the 
Official. Semi-Annual Style Conference. 
The meeting also voted to request 
President Bailey to appoint a special 
committee to draft a suitable memorial 
on the death of the late associate mem- 
ber of the executive committee, W. W. 
Parker, of Durland, Weston Shoe Co., 
Honesdale, Pa. Messrs. Elkan R. Myers 
and C. F. Woltman were appointed as 
such committee. 


Falls Paper Box Company 
To Make Cahill Cartons 


CUYAHQGA FALLS, OH10—Announce- 
ment has been made of the licensing 
of the Falls Paper Box Company to 
manufacture the patented Shoe Car- 
tons which open in the front, and 
"tata to the trade as The Cahill Car- 

n. 

The Falls Paper Box Company is 
located in an ideal distributing point 
for distribution of Cahill Cartons to 
the shoe manufacturers and retailers 
in Ohio, Indiana, Michigan, West Vir- 
ginia and Kentucky, and large con- 
tracts for these cartons are being se- 
cured in the city of Akron. 





An Omission 


In the advertisement of the Fit- 
rite Overgaiter Company, of 526 
South Third Street, Philadelphia, 
Pa., appearing in the Recorder of 
June 29, the statement was omit- 
ted that samples would be sent 
upon request. The Fitrite Over- 
gaiter Company state that they 
will very cheerfully send samples 
= anyone interested in the Fitrite 
ine. 

















WHERE. TO BUY 
Men’s Shoes 


[Frsreanx PROFITABLE 
BUSINESS IS WANTED.SELL- 


eee 





WHERE TO BUY 


Men's & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 
Catalog 
sent on 
request 


High Grade Turn Mules and D’Orsays 








<NANS 
anon 
Men’s and 
Women’s 
“Companion- 
ate” Slippers 


Turns only— Cata- No. 


434 
log on request. $2.65 


L. B. EVANS’ SON CO. - - Wakefield, Mass. 


In Stock 





WHERE TO BUY 


Store Fixtures 


J dd? 

NEW GOODWIN CATALOG 
of SHOR STORE FIXTURES 
and SPORE INSTALLATIONS 


MIDWIN A CO Inve 
\4 


a ) A cCory o7 
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WHERE TO BUY 


Women’s Shoes 








Retail $5.00 to $7.50 
45 STYLES IN STOCK 
AA to EEE 
Catalog on Request 


GALE SHOE MFG. Co. 
Mfrs., Manchester, N. H. 
FRANK & SCHAEFFER 

14 No. 4th Street 
Philadelphia, Pa. 





Greatest Value 


$1.65 


E wide, 3 to 9. 

« Sendfor sam- 
ples and we 

will prove it. 
WM. SUMNER SMITH 
325 W. Monroe, Chicago 
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WHERE TO BUY 


Ballet Slippers 





ONE-STRAP TURN DANCING FLAT 
Low—5/8 Leather heel. Chiid’s, Miss., Wo’s, sizes 
Patent, $2.00 Black Kid, $1.90 
Soft Toe Ballets, three grades, $1.20, $1.30, $1.45 

Same with chrome soles, $1.65 
Gard Toe Ballet, $2.25. Strap Ballets, $1.50 and $1.40 
Boudoirs, $1.00, $1.10, $1.25, $1.40 
Red, Blue, Black Kid Turn D’Orsays, satin linings, 
wood heels, $2.10 


The Natalie Slipper Co., Haverhill, Mass. 


Ballets 


Black Kid 
Expertly igned Misses & 
” Wemen’s Children’s 
In Ne. 100—) 50 $1.40 
Steck Ne. eoce 2.00 1.90 
H. F. MALOTT SHOE CO. Manufacturers 
1915 Girard St., Chicago 








Soft Toe 
Turn 








Popular Aesthete San- 
dal in Faun and 

Gray suede. Also, 

full line of danc- 

ing footwear 

and accessories. At once 
service. Send for catalog. 





Coast Representative: 
MR. A. F. WINSLOW 
5159 Vincent Ave. 
Eagle Rock, Los Angeles 
California 
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An Arch Support Shoe 
on a High Heel Last 


Boston, Mass.—An arch support 
shoe on a high heel last, for which the 


| claim is made that it can be worn in 
| perfect comfort even by the woman 


who never before has been able to wear 
higher than a fourteen-eight heel, has 
been making strides in the line of the 
Thomas G. Plant Corporation of this 
city. The sketch shows how the shoe 
is built. 

When a woman rises to her feet and 
takes the first forward step after hav- 
ing been fitted to a pair of these shoes, 
two things happen. As the weight of 
her body is thrown on the heel, the 
pad of soft rubber in the formed heel 


Cross section view of the new 
arch support shoe in the Thomas 
G. Plant Co. line 


seat is depressed until that portion of 
the foot just forward of the heel, or 
oscalsis bone, rests naturally and firm- 
ly on the inner sole of the shoe. As 
the weight is transferred from the heel 
to the ball of the foot, the rise in the 
shank of the shoe just forward of the 
heel catches and holds the foot, pre- 
venting it from slipping forward. 

Another feature of the shoe is the 
metatarsal rise, given by the insertion 
of the thick leather wedge between the 
inner and outer soles. This has the 
effect of making the inside tread of the 
shoe similar to the inside tread of a 
shoe with much lower heel. The foot 
is amply supported at all points from 
ball to heel. 

S. R. Blakely, superintendent of the 
Plant factory, who has developed this 
shoe over a period of several years, has 
also secured certain basic patents cov- 
ering its construction and also cover- 
ing machines used in making it. In 
its construction he has taken into con- 
sideration the fact that the smaller 
woman with a small foot ordinarily 
weighs less than the larger woman who 
wears, for instance, a 7-A shoe. So 
the rubber heel seats are graduated in 
resiliency from very soft to medium 
soft as the size of the shoe increases. 
It follows, therefore, that the heel of 
the heavier woman, resting on the less 
resilient pad, sinks no farther into the 
heel seat than does her lighter weight 
sister whose -heel rests on the more 
resilient pad. The tread is uniform in 
all sizes. 

These shoes are made in welts with 
flexible shanks for general wear, and 
Super-Flex (cement) and Littleway 
Processes for dress. Style require- 
ments for all sections of the country 
are met by complete stocks carried at 
Boston and Atlanta distributing cen- 
ters. Although this shoe was first in- 
troduced at the N. S. R. A. Conven- 
tion in January, 1929, A. G. Quimby, 
sales manager of the Thomas G. Plant 


== 


| Corporation, states that sales have ex. 

ceeded 1500 pairs a day and repeat or. 
ders are increasing steadily from dea]. 
ers who are handling the line. 


Now Representing Lotus 


NEW YorRK, N. Y.—Charles McWij. 
liams, for many years representative 
for the A. E. Nettleton Company in the 
West, has become representative for 
Lotus, Inc., in the territory from Den. 
ver to the Pacific Coast. James Hoff. 
man has been named Lotus, Inc., repre. 
sentative in Missouri and Kansas. 


Guthmann, Carpenter & 
Co. Liquidating Business 


CHIcaAGo, ILL.—Guthmann, Carpenter 
& Co., Chicago shoe wholesalers at Mon- 
roe and South Franklin Streets, are re. 
tiring from business, marking the close 
of an organization established 52 years 
ago by the late E. F. Carpenter and 
Sigmund Guthmann and joined two 
years later by John E. Telling, father 
of John Telling, now president of The 
Holland Shoe Co., which latter busi- 
ness was started 28 years ago at Hol- 
land. Kenneth Carpenter, former pres- 
ident of Guthmann, Carpenter & Co, 
now holds a vice-presidency of The 
Foreman Bros. Banking Co. Other of- 
ficers of the company during the past 
year were John Mark, secretary; M. 
Vanderwicken, vice-president, and Wil- 
liam B. Guthmann, treasurer. 


Capacity Business in 
St. Louis Plants 


St. Louis, Mo.—Manufacturers and 
wholesalers along Washington Avenue 
announce business since July 1 the 
heaviest in point of orders experienced 
in a long while. Practically all sales 
forces are in the field with the new 
Fall lines and firms are _ reporting 
orders from every section of the coun- 
try in good volume. Factories are run- 
ning at what is believed to be capacity 
and in one instance, it was_ reported 
that shoes were being turned out in 
greater volume than it was believed 
possible. Another large genera! line 
house reports the greatest production 
in the history of its business. Similar 
statements are being made in the spe- 
cialty factories who are also enjoying 
big orders with the plants running 
close to capacity: 

Never has there been the enthusiasm 
for a big Fall season as the present 
one and this optimism is being substan- 
tially supported with business. A 
large majority of the orders coming in 
sense a trend for patent leather with 
reports for brown encouraging. Pat- 
ent leather in popular priced footwear, 
however, is outstanding. Lines that 
include blue, report a good demand for 
this type of merchandise. In fact this 
note was the surprising feature of the 
early business booked by the salesmen. 

Reptile trimmed effects have not 
shown much activity but it is believed 
shoes of this trend will, together with 
suede, attain the pace predicted for 
them later on. 
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Making More Suedes 


LyNN, Mass.—S. L. Agoos Tanning 
Company is increasing its production of 
suede kid here, and, also, is making 
suede calf in its new tannery in Salem. 
Suede kid is a new stock, comparatively 
speaking. It has the wearing quali- 
ties of kid, and a velvety nap of its 
own. It is made in blacks and colors. 


Milwaukee Factory 
Enjoys Steady Increase 


MILWAUKEE, Wis. (UTPS)—An in- 
crease in the production of shoes from 
960 pairs per day last February to a 
total of 3600 pairs a day at the present 
time is reported by the Chapline-Meyer 
Co. First and Walnut Streets, through 
Harry Unke. 

The Chapline-Meyer Shoe Co. was 
reorganized just after the first of the 
year and since then has enjoyed a 
steady growth of output. The plant 
has been shut down during the last 
week, a2 new system of giving vaca- 
tions being tried out for the first time. 
All 700 employees are given leave at 
the same time and this method seems 
to meet with popular approval. 

At the time of the shutdown, it was 
making 3000 pairs of shoes each day. 
Qn reopening, this was increased to 
3600, it was stated. 

“We are looking forward to a big 
season,” said Mr. Unke. “Market con- 
ditions are generally good in our line.” 


New Branch Established 


San FRANCISCO, CAL. (UTPS)— 
Craddock-Terry Company of Lynch- 
burg, Va., has selected San Francisco 
as its main distributing point for the 
Pacific Coast. This company has closed 
a lease with S. W. Burtchaell of Dol- 
liver & Bro., San Francisco, for the 
five-story and basement building situ- 
ated at No. 617 on the southerly line 
of Mission Street, near New Montgom- 
ery Street, the structure having a 
frontage of 52 feet by a depth of 160 
feet and containing over 50,000 square 
feet of floor space. The lease calls for 
arental of $70,000 for the entire term. 
The firm opened on July 15, distribut- 
ing their nationally known brands. 


Reineberg Outing 


York, Pa.—The store staff of Lee 
Reineberg and Son, shoe retailers, were 
eitertained July 11 at an outing which 
san annual feature of the store. Lee 
Reineberg was host to the party, which 
motored to Sauble House, Tanyetown, 
Md, where a full course dinner was 
Prepared. There were games and con- 
tests in the afternoon in which prizes 
Were awarded. 

The following committee helped 

the affair enjoyable: Edna 
Deckman, Mary Williams and John 
Deininger. 


Open Shoe Department 


BIRMINGHAM, ALA. (UTPS) — The 
new shoe department of the Schulte- 
United, 206-10 North 19th Street, one 
‘the leading popular price stores in 
ngham, was opened last week. 


, demand for this new line of arch shoes. 


John W. Craddock, Jr. 
Manages McElroy-Sloan | 


St. Louis, Mo.— | 
John W. Craddock, 
Jr., has been made 
managing director 
of the McElroy- 
Sloan Shoe Com- 
pany, St. Louis, 
branch of the 
Craddock - Terry 
Co., Lynchburg, 
Va., effective at 
once. Craddock 
was born in 
Lynchburg, Va., 
thirty - five years 
ago and completed 
his education at the University of 
Pennsylvania. Being born into a 
family of shoe manufacturers he en- 
gaged in the shoe-making industry 
after leaving the university, assuming 
active supervision of one of the large 
factories of the Craddock-Terry Co. 
Later he became merchandising ex- 
ecutive of the Baltimore branch of the 
company. 

He is throughly equipped by environ- 
ment, experience and heritage as a 
progressive and successful manufac- 
turer of footwear displaying unusual 
qualifications for leadership. 

He is said to have inherited the mer- 
chandising genius of his father, John 
W. Craddock, Sr., chairman of the 
board of Craddock-Terry Co., Lynch- 
burg, Va. New merchandising policies 
already have been introduced with the 
announcement that Billiken Shoes, the 
widely known trade-mark name of the 
present childrens’ line of McElroy- 
Sloan Shoe Co., will be expanded into 
misses ‘and women’s arch shoes. Sup- 
porting the launching of this new line 
will be a campaign of advertising to be 
conducted over the radio which, it is 
believed, will create intense consumer 


John W. Craddock, Jr. 


Salesmen’s Picnic 


SAN FRANcIscO, CAL. (UTPS)— 
Sunday, July 14, was the time, and 
Neptune Beach, Alameda, the place, 
for the annual picnic and clerk’s day 
in which Retail Shoe Salesmen’s 
Unions, Locals 410 and 1129, San 
Francisco and Oakland, participated. 
Naturally, the biggest event of the day 
was the leg and ankle revue, with valu- 
able prizes awarded for the most per- 
fect foot and ankle of feminine per- 
suasion. 


Shoemaker Transferred 


SAN FRANCISCO, CAL. (UTPS)— 
With the closing of Fry’s Fine Foot- 
wear Shop at 142 Powell Street, San 
Francisco, J. N. Shoemaker, manager, 
has been transferred to the Hollywood 
store of the same firm and is now at 
6430 Hollywood Boulevard. 


Lynn Firm Expands 


LYNN, MAss.—Sarra & Tucker have 
taken additional space in the Cotter 
factory, 244 Broad Street, and are in- 
creasing their output of fine McKays. 
Norman Harris is carrying their lines 
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WHERE TO BUY 


Women’s Novelties 
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Uhe 
BONDWAY 


produces footwear of remark- 
able lightness, smartness and 
flexibility 








BOND SHOE COMPANY, 132 Duane St., New York 
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WHERE TO BUY 
Wooden Beach Shoes 





Wood Sole Bathing Sandals 


Ladies’ and Men's 

sizes. White Canvas 

tops; colors if de- 
sired; durable 
fastening; profit- 
able line for 
dealers. 


A. H. RIEMER SHOE CO., Mfrs. 








29th & Viiet Sts., Milwaukee, Wis., U. S. A 
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WHERE TO BUY 
Children’s Shoes 


i ei i eel 





Approved by Medical Men 


1156 Ne. Male 6t. § 
Breekten, Mass. 








A GOOD BUY AT 70c. 


Full Chrome Pat. One 
McKay, one lift 
innersole. Sizes 4-8 
72 or 36 pair cases. 
Price $0.70, 5% 10 


days. 
T. F. CORCORAN 


ee c 
480-482 Union St.— 
Lynn, Mass. 


Strap 
Dn cushion 











Bobs, 


MTAN I ra 


Fi tdion celts and Kiddicmox 











to the big city trade. 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Dancing Tabs 


A or Ee ee 


CLOG DANCING TAPS 


Made of special alu- 
minum metal so as to 
give the desired ring. 
Easily attached. 

Price 20¢ Per Pair 
Brooks Shoe Mfg. Ce. 
1725 No. 6th St, 

Philadelphia 














Florsheim Agency Sold 


SACRAMENTO, CAL. (UTPS)—The 

business, lease and stock of Fredson & 
Mayfield, Florsheim retail shoe dealers 
at 809 K Street, Sacramento, for the 
past three years, have been sold to the 
Florsheim Shoe Store Company of Sac- 
ramento, according to announcement by 
M. B. Wise, of Oakland, who is in 
charge of all Florsheim retail stores 
west of Denver. 
- C. W. Alley, formerly of San Fran- 
cisco, has taken charge as the manager 
of the 809 K Street Store in Sacra- 
mento. ‘Mr. Wise states that the Flor- 
sheim Shoe Store Company of Sacra- 
mento, as the store will be known in 
the future, is a separate organization 
from the factory in Chicago, and will 
be operated as a separate institution. 
Wise states also that a new store front 
and redecoration of the store interior 
is planned. A. H. Fredson and Jack 
Mayfield are the partners who formerly 
held the Florsheim agency in Sacra- 
mento. 


Shoe Sales Gain 


New York, N. Y.—While sales of 
department stores as a whole in the 
Second Federal Reserve District 
showed a gain of 2.5 per cent in May, 
compared with May, 1928, shoe sales 
in department stores showed an in- 
crease of 17.2 per cent and stocks of 
shoes at the end of the month were 0.6 
per cent less than in the year previous. 
Chain shoe store sales showed a total 
increase of 9.3 per cent, but owing to 
a gain of 7.4 per cent in the number 
of stores reporting, the gain in sales 
per store was but 1.7 per cent. Whole- 
sale sales of shoes gained 4.6 per cent 
and stocks at the end of May were 19.3 
per cent less than at the end of May, 
1928. 


° 


Shoe Department Expands 


LINCOLN, NEB. (UTPS) — The Her- 
polsheimer department store, which re- 
cently spent $50,000 remodeling its 
quarters, is expanding its shoe depart- 
ment and is expected to have one of the 
largest departments in the city. A huge 
expansion sale was begun July 11. 


% .Scholl Shop Opened 


1T, Mico. (UTPS)—The Dr. 

1, Foot Comfort Service Shop 
opened at 1554 Woodward Avenue, 
July 17. This store is one of a series 
to be opened throughout the country. 





New Forsythe Shop 
Open in Louisville 


LOUISVILLE, Ky. (UTPS)—The For- 
sythe Shoe Corporation opened its 
Louisville unit on Fourth Avenue last 
Saturday with elaborate hospitality. 
Many people were attracted to this new 
store built and decorated according to 
the most modernistic styles in archi- 
tecture and interior decoration. The 
front of the store is black marble set 
in steel. Over the entrance is a fan 
window of colored glass, globes of 
varying tints of purple and orchid and 
in the middle of it two women’s hands 
holding out shoes. 

The show window is unique, being 
built in points, so giving -space for 
more merchandise, and presenting an 
unusual effect in the vestibule. Inside 
the walls are lined with stock shelves 
half way up to the ceiling. Walls are 
painted plaster, soft cream in tone, 
with stunning hanging chandeliers of 
white and green glass in modernistic 
design. The carpet is a conventional 
pattern of old blue and gray. Chairs 
are comfortable ones done in brown 
leather. 

The new store is under the manage- 
ment of R. T. Jenson. 


New Kinney Store Open 


MINNEAPOLIS, MINN. (UTPS)—G. R. 
Kinney Co., Inc., today opened a new 
store in the Masonic Temple Building, 
ground floor, Hennepin Avenue and 
Sixth Street. R. J. McNeil, lately of 
Manitowoc, Wis., is the manager. 
Meanwhile the other store will con- 
tinue operating at least six months in 
charge of C. Rooney. A. G. Gruenaler 
came down from Duluth, Minn., where 
he has district headquarters, to super- 
vise the final touches to the new store. 
The entrance is thoroughly modern, 
with groined plastic ceiling, 25 feet 6 
inches deep, and opening each side of 
a huge pillar. An immense amount of 
show window space is provided and in 
the center of the entrance is an oc- 
tagonal glass case with shoes. The 
floor is tarazzo. The store is L shape 
inside, finished in light green and wal- 
nut, with ceiling lights to match and 
lighted signs indicating the depart- 
ments. The store for women and chil- 
dren is at the entrance and the depart- 
ment for men and boys is in the base 
of the L. The store is 48 feet at the 
widest and 124 deep including entrance. 


Podiatry Board Re-Forms 


INDIANAPOLIS, IND. (UTPS) — Reor- 
ganization of the State Board of Po- 
diatry Examiners was effected at a 
meeting of the State Board of Medical 
Registration and Examination. The 
medical board reappointed Dr. Dan R. 
Tucker, Indianapolis, president of the 
podiatry board, and named Dr. H. A. 
Weigner, of Elkhart, Ind., as vice-presi- 
dent, succeeding Dr. E. W. Cordingly, 
Clinton, Ind. Dr. Eldridge M. Shank- 
lin, Hammond, secretary of the med- 
ical board, will serve as secretary ex- 
officio of the podiatry board, and Dr. 
J. W. Bowers, Fort Wayne, as treasurer 
of the two boards. Dr. W. T. Gott, 
Crawfordsville, Ind., is another ex-offi- 
cio member of the podiatry board. 
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Foot Health Progresses 


Des MOINES, Iowa.—The Na- 
tional Osteopathic Association 
held their convention recently :t 
Des Moines, which was signi'i- 
cant in the shoe trade throuyh 
the organization of a speciil 
section for foot correction work. 
The suggestion came from §S. |. 
Brouwer of the Brouwer Sh: « 
Stores, Milwaukee, and aftr 
test and trial for a year, tie 


section was incorporated into t 
work of the association. 

tion is Dr. T. J. Northup 
Orange, N. J. 


were of great significance to t 
shoe industry, because twice t 


On the special foot program t 
following experts spoke: Dr. C 


W. O. Hillery of Toronto; Dr. 
A. Hall of Newark, N. J.; Dr 


Dr. H. R. Bynum of Memp! 
waukee. 

The 18th annual convention 
the National Association 
falo on Aug. 6, 7, 8 and 9, wi 
to holding scientific meeti 


consider the _ establishment 
future Foot Health Weeks. 











T. J. Kiley Dead 


LINCOLN, Nes. (UTPS) —TI! 
Joseph Kiley, 50, who opened the 
Aid shoe store here in 1927, di 
cently. Previous to engaging in 
ness in Lincoln, Mr. Kiley was lo: 
tablished with the shoe business i: 
sas City. He is survived by his \ 
Anna E. Kiley; two sons, Robert 
William, both of Kansas City; 
sister, Mrs. W. M. Mooney of Nas! 
Tenn. 


Sommer Rewards Fire: 
SAN FRANCISCO, CAL. (UTPS) 


the very efficient manner in whic! 


San Francisco fire department p 
the destructive fire which gutt: 
838 Market Street store of Som: 
Kaufmann, Inc., Max Sommer 4d: 
$500 to the widows and orphan: 
sion fund of the fire depari 
Without the department’s quick 
the fire would have destroyed mai 


attendance of the pioneer me:t- 
ing of a year ago was record: (l. 


Groff of Des Moines, Iowa; |)r. 
M. Hiss of Columbus, Ohio; |r. 


D. L. Clark of Denver, Colo.; 


Tenn., and S. J. Brouwer of M ¥ 


Chiropodists will be held in Buf- 


the convention will, in additic 


The chairman of the foot sc- 
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The meetings in Des Moin:s 
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joining buildings, as it was the mo: 


destructive and stubborn fire in 
town San Francisco since the 
conflagration of 1906. The new 
ture that Sommer & Kaufman: 
building on the site is progressin: 
idly and bids fair to be th 
appointed shoe store in the West 


Strine Sells Out 


York, Pa—wW. E. Strine, f 
owner of Strine’s Shoe Store ir 
city, has sold his business and h 
come manager of the Friendly 
Store, here. 
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HUMPTY-DUMPTY 


SHOES are an established juvenile suc- 
cess—Their expert designing and manufac- 
ture give something better than ordinary 
in the Humpty Dumpty price range—The 
name appeals to the youngsters, both girls 
and boys—Let us submit some samples— 


WILLITS SHOE CO. 
HALIFAX PA. 


EP, * 
POST-McVEY 


COMPANY 
y- ' 


Cutters of 
FINE QUALITY TOPLIFTS 
of every description 


BEST OAK TOPLIFTS 
for the 


NEW WOMEN’S LEATHER 
HEEL 
NE CONGRESS ST., BOSTON, MASS. 

















ing rates. 
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$12.00 to 
$24.00 


per dozen 


IMMEDIATE 
DELIVERY 


By ordering Fit Rite Over- 
gaiters directly from us— 
the makers—you gain ev- 
ery advantage of price and 
delivery. They are carried 
in-stock and we guarantee immediate delivery—no 
matter what the size of the order. Made in gray, 
fawn and all popular shades, with smart leather 
piping around the top. 


Special Prices 
to Jobbers 


IN-STOCK 














Let us send you samples—The English Box 
Cloth at $24 doz. is particularly worth while. 


Remember—if you sell men’s shoes every 
man is a prospect. 


Samples on Request. 


FITRITE OVERGAITER CO. 
526 S. Third St., Philadelphia 
New York Office: 754 Marbridge Bldg. 
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wes 
“Greeley” and “Dependability” 
Mean the Same Thing in a 
Boudoir Slipper 


For many years Greeley Bou- 
doirs in black and _ colored 
leathers, with leather or 


IN rubber heels, have been 
STOCK 


36 Pair Cases 


A. W. GREELEY 


12 Duncan St. - - Haverhill, Mass. 
Boston office, 78 Lincoln Street : y 
Mr. Currinc aNp MR. Care yd 


accepted by the national 
trade as the standard. 





Did You Ever Think of This? 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
be glad to get hold of at a price under the market. 


Classified Advertising in the BOOT AND SHOE RECORDER will 
move them quickly and economically. See Classified Section for Advertis- 
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POSITIONS WANTED 
LINES WANTED 

ALL OTHERS 

ALL DISPLAY SPACE 





4c per word. Minimum Charge 75c. 
4c per word. Minimum Charge 75c. 
7c per word. Minimum Charge $1.25 


Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th St., New York, N. Y.. 
on Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 

















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 











Salesmen Wanted 


An exceptional opportunity if you can 
sell fast snappy line of popular priced 
Men’s and Boys’ Dress Welts. Have open- 
ings in the following states: 


Kansas 
Iowa 
Oklahoma 
Mississippi 
Virginia 
Georgia 


Arkansas 
Nebraska 
Missouri 
Louisiana 
Alabama 
W. Virginia = 
N. Carolina S. Carolina 
Kentucky Tennessee 


All numbers carried in stock. This line 
offers real opportunity for live salesman. 


Address B-219, care Boot and 
Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








THE 


MORRIS SHOE COMPANY 


wants live wire salesmen to sell 
New York’s most popular line 
of children’s shoes in Brook- 
lyn and New York City terri- 


tories. 


153 Duane St., New York City 
Telephone: Barclay 0343 





A REAL LINE 


of five women’s hiking boots—nationally known—for capable salesmen in 
every part of the U. S. A.—as a side line. All carried in stock: 2144—8, A—D. 
Straight commission. Full information on request. Please give last five years’ 
employment, line now carried and territory. Address B-237, care Boot and 
Shoe Recorder, 189 W. Madison Street, Chicago. 











Want Live Wire Salesman for Kan- 
sas, Missouri, Kentucky, Texas, Tenn. 
and Iowa, to sell fast line in stock, 
ladies’ popular priced novelty shoes. 
Strictly commission basis. Good op- 
portunity for big earnings. Give 
references in first letter. Man-Gold 
Shoe Co., 1418 Washington Ave., 
St. Louis, Mo. 











WANT salesmen with established trade. Side 
line infants’ popular priced turns and welts. 
In Stock. Ten per cent commission. Refer- 
ences. Address B-197, care Boot and Shoe Re- 
corder, 239 W. 39th St., New York, N. Y. 





SALESMEN wanted for States East of Okla. 
and Texas. Stylish line Children’s and 
Misses’ Turn shoes, including covered heels. 
Address B-177, care Boot Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 





WANT salesmen with established trade only 

for Virginia, West Virginia, Tennessee, 
Kentucky, Carolinas and from mver West. 
Complete side line Children’s shoes from In- 
fants to Growing Girls. Turns, Stitchdowns 
and Prewelts in Stock. Commission only. Don’t 
apply if ae can’t refer us to your main house. 
J. S. ZULICK & CO. Orwigsburg, Pa. 





S ALESMEN to carry our tray of shoe orna- 
ments as a side line. Our line is well known 
to every shoe retailer in the country. All ter- 

es open except the Pacific Coast. Write 
Box B-228, care t and Shoe Recorder, 239 
West 39th St., New York, N. Y. 


SALESMAN wanted to carry as a side line 

a complete line of infants’, misses’ and chil- 
dren’s shoes, covering states of Maine, New 
Hampshire and Vermont. Address B-222, care 
Boot and Shoe Recorder, 239 West 39th St., 
New York, N. Y. 





W ANTED—Side line salesman on_ strictly 

commission basis to sell our popular-priced 
In Stock line of Infants’ and Children’s Shoes 
in Ohio, Illinois and Indiana. Give full par- 
ticulars and references in letter of application. 
H. H. Freeland, Inc., Rochester, N. Y. 





W ANTED—Salesmen to carry as side line 

complete line of Children’s and Misses’ 
shoes for the states of Kansas, Missouri, Illi- 
nois, and Minnesota. Straight commission. 
HELMHOLZ SHOE MFG. COMPANY, 
Milwaukee, Wis. 





S ALESMAN to carry four samples. Ballets 

and turn boudoirs (leather soles). Repeat 
mail orders make it exceptionally profitable 
line. Haverhill- Ballet Co., Haverhill, Mass. 





EXPERIENCED shoe salesman wanted to sell 

to retail trade a jobber’s general line in New 
Jersey, Eastern Pennsylvania and Island. 
State your experience. Address B-227, Boot 
and Shoe Recorder, 239 West 39th Street, New 
York City. 





SALESMEN—Eastern and Central Pennsylva- 

nia, Maryland, Washin and Virginia for 
complete in stock lines Men’s, Women’s and 
Children’s shoes by house with well established 
trade. Must have auto. Salary and commis- 
sion. Give full details first letter. A. Meltzer, 
24 North 3rd St., Phila., Pa. 


S ALESMAN to cover State of Texas with a 
well known popular line of stitchdown shoes 

and sandals. State experience, reference, etc. 

Apply Fein & Glass, Inc., Reading, Pa. 





ALESM&€EN—A splendid opportunity is 

offered to those wishing a side line by a 
manufacturer of medium and high grade Stitch- 
down Shoes. Territory open in east, middle 
west and south. Straight commission basis, 
Give reference in first letter. Address 8-238, 
care Boot and Shoe Recorder, 239 West 39th 
Street, New York, N. Y 





SALESMEN WANTED, must have following, 
for states New Jersey, Pennsylvania and 
Maryland. Fast growing Ladies Novelty House 
for immediate delivery. On Commission basis 
only. Address, B-236, care Boot and Shoe Rec. 
order, 239 West 39th Street, New York, N. Y. 





POSITION WANTED 








POSITION WANTED 


Experienced manager of shoe manu- 
facturing business becomes available 
shortly, due to liquidation. College 
graduate, with Eastern and Midwest- 
etn experience om women’s and 
children’s welts, McKays, Stitchdowns 
—styling — buying — making and, 
when necessary, selling. Will get re- 
sults. Prefer position to operate busi- 
ness as manager for owner. Can 
refer to people of standing in the 
trade. 
Address B-229, 


Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 

















FOR RENT 


DUANE STREET, NEW YORK—100% 
location for shoe or rubber goods, manu- 
facturer’s office display and stock rooms at 155 
Duane Street. Five story and basement build- 
ing, 25 feet by 25 feet. Rent $4,000—Apply 
David Steckler, owner, 25 West 44th Street, 
New York City. 





BUSINESS OPPORTUNITY © 


A REAL BUSINESS OPPORTUNITY for 

an _ experienced shoe man. One that is 8 
GO-G ER and has some capital to @ 
vest in an established Shoe store in Michigan. 
One that can handle the exclusive agency for 
a line of shoes that is in Big Deman:, with 
rw cooperation from the factory. Address 

206, care Boot and Shoe Recorder, 23° 
39th St., New York, N. Y. 
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HELP WANTED ~ LINE WANTED __ BUSINESS OPPORTUNITY 





SHOE CLERK wanted in retail store. Must SALESMAN fifteen years on territory wants 
be nee oo , and Bm pg oom et “ “anente novelties retail four to six dol- 
d Gentile. ress Kra onaldson Co., ars for East Texas to carry in connection short 

Charles City, lowa. line men’s. Address, B-233, care Boot and Shoe YOU CAN HAVE A BUSINESS PRO- 

Recorder, 239 West 39th Street, New York, FESSION OF YOUR OWN and earn big 
N. Y. income in service fees. A new system of 
foot yng — gy 4 by any- 

. one at home in a few weeks. sy terms 
SHOE CHAIN MANAGER for training; openings everywhere with 

Qualifications for this position call for all the trade you can attend to. No capi- 


ye Bye By: WANTED TO PURCHASE soliciting, Address Stephenson “Labera~ 
chases and the servicing of stores, as tory, 21 Back Bay, Boston, Mass. 
well as developing the group personnel 
y direct contact. 
remuneration is commensurate with If you contemplate selling your 
ae tea —» apply by letter con entire or surplus stock com- 
applicants us y by - 
4 - full details of experience, salary municate with us. Prompt at- 
sequisements and poe —,, - of tention given. MERCHANTS’ NEEDS 
“which w be considered confidential. 
Address B-232, care Boot and KIRSCH-BLACHER CO., INC. ' 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 624 Broadway New York 
Ph 


ene Spring 144° 












































SHOE MAN WANTED 
Shoe man experienced as manager Quick Cash Buyers 
oe bayer te Cale ange of ae Retail Shoe Stores—Stocks or Odds and 


men’s shoe departments in men's End: 
clothing stores with headquarters in is. Une —_ Pw aes over. 


Chicago. Unusual opportunity for 

ina right man who is in position to in- FOSTER @ thy Kb 
nity is vest any amount from $5,000 up. er —_. pe, or ty 
> by a Give experience, full details and 
Stitch- character references in first letter. 


uiddle Address B-230, care Boot and Shoe $39.50 


at Recorder, 239 West 39th Street, New 
238, For Complete 


. York, N.Y. T9,,8E. SUE HIGHEST PRICE Set 


for your entire stock, odds and ends, onsisting tad 

-_ surplus lines, ask us for our bid. ~ Consisti: of 1 le 

lowing, 18 2 tables 12° 
(Estab. 40 years.) Oash transactions. \ , high and 12 


























ia and shoe 
—_ FOR LEASE Export Surplus Purchase Co., Inc. (eS tr stands 12-18 and 24, 
a 0 Bovey Nez York NY ar 
JN. YZ PHONES-CANAL 6874 
N MIAMI, FLORIDA, Shoe Department for 7 oS nail Walnut. 
lease in well known high class woman’s de- 5 7 > Weighted - B 7 
partment store. Fine location. Good oppor- ‘ Maa a. 
tunity for better grade shoes. For further par- Con ions. 
ticulars write P. O. Box 917, Miami, Florida. 




















MERCHANTS’ NEEDS end Window Velanecs 
SOTED supenite party to nape, Miewy ane - THE HECHT FIXTURE CO. 
Boys’ oe departments in chain clothing 
stores in 2 of the fastest growing Southern in- = 233 South Wells St. CHICAGO 
dustrial cities. One city just added 30 Million ~ Milbradt 
Dollars rubber plant, the other 10 Million Dol- omy i R - 
fas Silk Mill, wonderful opportunity. Address: olling Step Ladders 
B-23i1, care Boot and oe Recorder, est eg =} enabi 
39th Street, New York, N. Y. nighest Md pen on 
ly. 




















They last a lifetime 
and 





Shoe Space for Lease in chain of yy cine fe 
department stores located in Middle q «ind of shelving. 

Western cities for retailing popular | Write for general catalog 
price ($5-$6) Ladies’ Novelty shoes. ce and let us suggest the best 
Can be obtained at reasonable per- ladder for your use. 
centage rental based on net sales. of ‘ ” 

Lessee must be a reliable organiza- : . , M se 

tion with up-to-the-minute merchan- 5 ; anufacturing Co. 
dise. Details furnished on request : ’ Established 1895 
to interested parties. Address B-234, ; 2416 No. 10th Street 
care Boot and Shoe Recorder, 239 i 

W. 39th St., New York City. ST. LOUIS, MO. 



































9 EYWOOD-WAKEFIELD Shoe 
Men’s Shoe Department Store Chairs give the utmost 


FOR LEASE customer comfort in the smallest 


Men's Shoe Department in separate | # AB = L Ss space. Our seating experts will be 
i cane Ser ane ea Geaie. glad to help you on your require- 
Department Store, Savannah, Ga. The DISTINCTIVE and ments, without any obligation on 


rt. 
PERMANENT MARK 4 
| Heywood -Y akefield 


FOR SALE EF.H.KLUGE Mai; Boston, Mass,; Buffalo, 


FOR SALE—Owing to death of senior mem- ae Chicago, Ill.; Kansas City, Mo.; 
ber, old established and paying business, W E AVI! N Se cc > Los Angeles, Calif.; New York, N.Y.; 
wholesale and retail shoes, rubber —_ and Philadelphis,Pa.; St.Louis, Mo.; Port. 
nen's furnishings, near Borough Hall, Brooklyn. 33-39 WwW 34° ST. Swe Oregon; San Francisco, 

ess, B-235, care Boot and Shoe Recorder, : J yt Ac 
239 West 29th ‘Street, New York, N. Y. Phone WISCONSIN 8130 
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MERCHANTS’ NEEDS 








Window Decoration 


and maker of 


EMIL RUBLACK 
140-142 West Broadway 
Beteblished 1908 New York 














— WINDOW 
DISPLAY FIXTURES 
Anade hy 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
4, SEND FOR CATALOG 


——ee —— > 





ESTABLISHED ie 


LABELS 


and 


| SHOE CARTONS 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 





New Oakland Store 


OAKLAND, CAL. (UTPS) — The 
“Style Shoe Shop” is the new name of 
the shoe store at 405 Fifteenth Street, 
Oakland, Cal., just taken over and re- 
named by Harry Cantrowith and Rudy 
Rosenberg, both of San Francisco. The 
Oakland store will feature women’s 
novelty lines exclusively, and the inside 
of the shop is arranged to harmonize 
accordingly—modernistic and tasteful 
floor lamps, bric-a-brac, carpets, uphol- 
stered settees, and with no shelves vis- 
ible in the fitting parlor. 


Buys Shoe Stock 


LITTLE Rock, ARK. (UTPS) — The 
Gus Blass Company has bought the en- 
tire stock of the Family Shoe Store, at 
Fifth and Louisiana Streets. The build- 
ing in which the Family Shoe Store had 
been located was leased to another 
perty, and so the proprietor was 

orced to dispose of the stock in bulk. 
It was placed on sale by the Blass 
company. 


Atlanta Boys to Dine 


ATLANTA, GA. (UTPS)—The Atlan- 
ta Association of Shoe Salesmen will 
have its monthly dinner on the evening 
of July 30 at the “Tavern,” a popular 
down-town restaurant. The dinner, 
which will be an informal one, is to be 
followed by entertainment features. 
Details of the meeting were completed 
at a recent meeting of the executive 
committee, and a good attendance is 
expected. 


Delaney with-Fair 


DULUTH, MINN. (UTPS)—J. W. 
Delaney, formerly of Columbus, Ohio, 
has been appointed manager of the 
shoe department of the Fair Depart- 
ment Store by President F. Labovitz. 
Mr. Delaney has been in shoe depart- 
ments of several eastern stores. The 
Fair has joined a shoe buying syndi- 
cate centering in Columbus, composed 
of 120 shoe stores and shoe depart- 
ments. 


New Cantilever Shop 


St. PauLt, MINN. (UTPS)—A new 
Cantilever shoe store has been opened 
at 18 W. Sixth Street, under manager- 
ship of Harry D. Emeott, who opned 
the first Cantilever store here eight 
years ago. The interior is in walnut 
and Tiffany wall finish. Shoe racks are 
eliminated and stock is stored in par- 
allel booths one side of the shoe room. 


Gunderson with Roos 


BERKELEY, CAL. (UTPS)—J. Gun- 
derson, heretofore with Gundlach’s as 
manager of their shop in Berkeley, is 
now assistant manager of Roos Broth- 
ers’ (Berkeley) shoe department. Joe 
Silva is the manager of this depart- 
ment. 

A. Whitehead, formerly with Gund- 
lach’s as manager of their Oakland 
store on Broadway, has joined the 
Berkeley store of Gallenkamp’s. 


Buswell Opens Store 


OAKLAND, CAL. (UTPS)—M. H. 
Buswell of the Park Shoe Store, Oak- 
land, has now opened a shoe store of 
his own on San Pablo Avenue, Oakland, 
in the more residential section of the 
—— known as the Golden Gate dis- 
rict. 


Poznanski with Sears 


SAN FRANCIscO, CAL. (UTPS)—In 
the recently opened Sears, Roebuck & 
Company retail store at Mission and 
Army Streets, San Francisco, the shoe 
department is in charge of Norton 
Poznanski, heretofore the west coast 
representative of Frank & Hyman. 


New Walk-Over Shop 


BERKELEY, CAL, (UTPS)—wWalk- 
Over Shoe Company, heretofore oper- 
ating one Berkeley store, on Telegraph 
Avenue, have now signed a long-term 
lease on a second shop in Berkeley, to 
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HOTELS 








MONTCLAID 


Room and || 49th to 50th Sts, 





Bath : 
Tub and Shower Lexington Ave. 
NEW YORK CITY 


$3 to 85 
800 Rooms 


per day 
Each with Tub 
and Showei 


For 2 persons 
#4 to 6 
per day 
Suites 
$8 to #12 

— per day 


Special Monthly 
and Yearly Rates 


Radio in Every R om 








a) 
3 minutes’ walk from Grand Central. Ti: es 
Square, Fifth Avenue Shops impor:.nt 
commercial centers, © .ding shops ond 
theatres nearby. 10 minues to Penn. Stat: on, 











Clearance Sales 
on Fifth Avenue 


New YorK, N. Y.—Summer clear- 
ances are taking place in all the better 
stores on the avenue. Merchandise of- 
fered embraces all silk embroidered 
types, a few linens, blond kids, od: fab- 
ric combinations and some patent 
leather. 

I, Miller is having a heavy patronage 
on week-end types; smoked effects and 
sandals selling very noticeably. 

Saks seem to be doing a genera! busi- 
ness on fill-in footwear. 

One or two advanced shoes in con- 
binations of suede and chocolate pat- 
ent, and the Spectator sports types in 
combinations of brown calf and suede, 
are selling but the volume demand is 
for odd footwear and extra pairs. 

Modernmode also is cleaning up on 
sale footwear. The demand is « venly 
divided between shades of the beige and 
brown families, blues and some b!acks. 

B. Altman & Co. are having a «reat 
demand for spectator types. Bes! has 
had a run on the canvas and buck sport 
shoes. 


New Walk-Over Store 


ATLANTA, GA. (UTPS)—The Gorge 
E. Keith Company, of Brockton, \/ass., 
makers of Walk-Over Shoes, has = ened 
up for space in the new Gol berg 
— which will open early i» the 

all. 


New Peacock Shop 


ATLANTA, GA. (UTPS)—The 
cock Shoe Shop has signed for 
at 203 Peachtree Street, and w 
cupy it as soon as construction i 
pleted. The shop is owned | 








be opened on Shattuck Avenue. 


Macon Shoe Company, of Macon. 
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Satisfy the Foot as well as the Customer 





:|ES... that’s exactly 


i} what I want. Even 








though they area . 





half size smaller, this partic- 
ular style may be real com- 
fortable.” 


*‘Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 

feel?” 


“Well, this one seems a lit- 
tle too snug. But perhaps it’s “~/ 


imagination because they are 


“Nearly every- 
one’s feet vary, 
‘madam. Appar- 
ently your left 


foot is a trifle smaller. Our 
REPCO stretcher, however, 
///77) will ease that shoe in such a 
= way that it will never cause 


you discomfort.”’ 


@Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 
gains and holds desirable 


trade. In the retail shops an 


orderly equip- 
ment of stretch- 
ers is necessary 


— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 

and the blocks are conneéted by a strong 

steel hinge. The aétion is easy, accurate 

and dependable, through a simple mech- 

anism—toggle joint and slow a@ion 
thread screw. 


For Sale by Shoe Findings “Dealers 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 























Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHoe RecorvEeR 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 
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FINDINGS AND SHOE STORE SUPPLIES 


Fitrite Overgaiter Co., Phila., Pa 


Goodwin, C. L., & Co., Inc., Worcester, 
6 


Hecht Fixture Co., Chicago, Ill 
Heywood-Wakefield Co., Wakefield, Mass... 7 


Milbradt Mfg. Co., St. Louis, Mo.... 


‘ 


Pollinger, M. D., Co., St. Louis, Mo 
Rublack, Emil, New York City 


Scholl Mfg. Co., Chicago, Ill 
Segall & Co., Philadelphia, Pa 
Shoe Lace Co., Ltd., Providence, R. I..... 


MISCELLANEOUS 
Export Surplus Purchase Co., Inc., 
York City 
Hotel Montclair, New York City 
Kirsch-Blacher Co., Inc., New York City... 71 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 72 


Poster & Deutsch, New York City 
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Meek 


you will find 
in the 


ext 


Boot and Shoe 





N next week’s issue we open a new 
litting 
School, in a series of twenty articles 


course — the ReEcorpER’s 
dealing with every form of foot-need 
We take the feet of a 
nation and prescribe the right shoe for 
the right purpose, and the right fitting. 


and shoe-use. 


In the twenty weeks following the 
RECORDER gives to the younger genera- 
tion men on the fitting floor a practical 
course on the human foot and its foot- 
wear solution, case by case, study by 
study, that each worker may be equipped 
with footwear fundamentals when the 
winter approaches, and the 
troubled foot again becomes a major 
problem in every store. 


season 


* * 


N August every merchant should be 

calendar wise. He should be plan- 
ning his selling calendar in advance of 
his buying calendar and where to fit 
in his printed advertising, his window 
advertising, his word of mouth advertis- 
ing, his fashion display promotion and 
every other factor that makes his store 
fashion right in a community conscious 
of his ability to serve. 

We show the eight steps between the 
preliminary showing of fall shoes and 
the final ending of a season. 
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VULCO-UNIT BOX TOES 


Constantly paucaacae and IMproy ed .... have always met... even 


anticipated every requirement . . . as the shoe industry has progressed 


to its present high development. 


The Genuine Vulea-Unit Box Vou is Made and Sold Only By 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the World 
STATLER BUILDING, BOSTON 





